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LOOKS LIKE A 
BATTLE ROYAL 


President Robison of Bankers Re- 
serve To Force issue On Depart- 
mental Examinations. 
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“THE HOME” HONORS 
PRESIDENT SNOW 


Anniversary of Fifty Years Service With 
s Company Brings Deluge of 
Congratulations. 








Organized 1853 


THE HOME 
Insurance # Company 


New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 


GIFTS FROM OFFICE & FIELDMEN. COMMISSIONER DONE TO BARTON. 

| Letter Outlines Information Desired 

By Convention—Resolution May 
Prove a Barrier. 


“Love Feast” Participated in by Direc- 
tors and Whole Organization— 
Tribute to Mrs. Snow. 


Every indication points to a battle 
royal between the Insurance Commis- 
sioners Convention and the American 
Life Convention, or the members com- 


No finer tribute of loyalty and affec- 
tion was ever tendered an officer of an 
insurance company, than that accorded 
to President Elbridge Gerry Snow of 


$32,146,564 
18,331,124 
1,800,000 
13,815,440 


Assets, January Ist, 1912 

Liabilities (including capital) 

Reserve as a Conflagration surplus 

Net Surplus over all liabilities and reserves 


the Home Insurance Co. of New York, 
on Monday; which marked the fiftieth 
anniversary of his connection with the 
Company. All day long, friends and 
business associates, either in person or 
by message besieged President Snow 
with congratulations. But it was not 
until evening that those closest to him 
paid their tribute. They waited until 
the outside world had poured its felici- 
tations on their chief, and then they 
took him up to the Waldorf-Astoria 
Hotel where they gathered around for a 
love feast like a great happy family re- 
union and told him just what they 
thought of him. ~ 

There were officers, directors, field 
men, a select few from outside the 
official family—and Mrs. Snow. Only 
those who have the privilege of being 
close to President Snow could fully ap- 
preciate how necessary it was to com- 
plete the gathering, that Mrs. Snow 
should be there. Few wives of men 
holding conspicuous positions in the 
business world take the interest in 
their husbands’s affairs that Mrs. 
Snow does. When President Snow 
makes a tour of the Southern or 
Western agencies, Mrs. Snow invari- 
ably goes with him, so that she is quite 
as well known to the “Home’s” geferal 
agents on the Pacific Coast, for in- 
stance, as she is to some of those at 
the home office. The close way that 
Mrs. Snow follows the politics of the 
big business game, is a source of much 
pride and pleasure to President Snow, 
so it was natural and fitting that, when 
his business associates and the loyal 
organization of which he is the head, 
gathered to pay him tribute, she should 
be among them. The toastmaster on 
that occasion referred to her as “Chair- 
man of the Board” and the first act of 
the gathering after the “love-feast” had 
been served, was to present to Mrs. 
Snow a magnificent bouquet of Ameri- 
can Beauty roses. 

On behalf of the board of directors, 
John H. Flagler, a member of the 
Board, presented President Snow with 
a gold medal suitably inscribed com- 
memorating his fifty years’ service and 
bearing the Company’s official seal. The 
tribute of the office force ‘found expres- 

(Continued on page 11.) 
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SURPLUS AS REGARDS POLICYHOL DERS, $18,615,440. 
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States, 1,833 Fire Insurance Companies have failed or retired 











Ohio and West Virginia. 
write us to-day. 


W. C. BALDWIN, President 





Are You the Man We Want? 


Are you a producer, can you handle men: 
Good positions for capable men in Pennsylvania, 


PITTSBURGH LIFE AND TRUST CO. 


HOME OFFICE, PITTSBURGH, PA. 


HOWARD 8. SUTPHEN, Director of Agencies 
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If you are the man, 








prising these organizations on the ques- 
tion of departmental examinations, and 
it would seem that the Bankers Re- 
serve Life of Omaha, Nebraska, and the 
recent examination of that company is 
to form the “battle ground” for the 
occasion. Among the officials of the 
companies the American 
Life generally con 
ceded that in concentrating the “fire” 
upon President Robison of the 
ers the commissioners 
selected an antagonist who will put up 
the stiffest fight possible. 

At the latest convention of Insur- 
ance Commissioners it was decided not 


comprising 
Convention it is 


Bank- 


Reserve, have 


to accept the report of the recent e,x- 
amination of the Bankers Reserve 
the alleged incompleteness of 
| the information contained therein. Act- 
ing in conformity with the wishes ex- 
pressed at a conference Commissioner 
|}Done of Utah addressed a letter to 
Commissioner Barton of Nebraska in 
which he outlined the data desired by 
commissioners as regards the Bankers 
Reserve, the assertion being made that 
if such data was not forthcoming an 
independent examination would be de- 


ow- 





| ing to 


Since 1866, when the North British & Mercantile entered the United |manded by the Convention. 


Would Limit Examination. 

Mr. Robison’s contention is that the 
demand for an examination to include 
the affairs of his company prior to the 
re-organization cannot be prompted by 
motives having the best interests of 
policyholders and company in mind. 
He is willing that the affairs of the 
institution as it exists may be 
thoroughly investigated and the find- 
ings duly published. Beyond this he 
will oppcse in the most strenuous man- 
ner possible any action contemplated. 

Having this condition in mind it is 
stated that Mr. Robison prepared a 
| resolution for presentation at the re- 
}eent session of the American Life Con- 
vention which had for its purpose the 
limiting of examinations, as much as 
| possible, to those in the employ of the 
departments desiring such. There 
would not of course be any objection 
to the retaining of outside aid, provid- 
jing those retained had no connection 
with companies transacting a life insur- 
ance business. This resolution which 
| was practically unanimously adopted 
was as follows: 

Resolution Adopted. 


Whereas, The members of the Amer- 
ican Life Convention recognize the 
protection afforded _ policyholders 
| through the provisions of the insur- 
|} ance laws of the various States giving 
|the supervising officials authority to 
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make examination of the affairs of life 
insurance companies and are in hearty 
accord with the spirit of such laws in 
requiring full, complete, fair and im- 
partial examinations of all their affairs 
by such supervising officials and ex- 
perts employed by, them to the end 
that policyholders and the public gen- 
erally may be informed as to the finan- 
cial condition of such companies and 
their general methods and practices, 
and 

Whereas, The National Convention 
ct Insurance Commissioners have rati- 
fied the principle that actuaries who 
perform professional services for in- 
surance companies should not repre- 
sent the insurance departments in any 
State by prohibiting any such actuary 
from representing any insurance com- 
pany in the meeting of National Con- 
vention of Insurance Commissioners 
under the following resolutions adopt- 
ed by said commissioners, to-wit: 
{Here follows copy of Commissioners 
resolution. ] 

And Whereas, The American Life 
Convention most heartily endorses and 
approves such action, 

And Whereas, The said Commission- 
ers in National Convention assembled, 
adopted the following resolution, to- 
wit: 

[A resolution appointing the Com- 
mittee upon official examination of life 
insurance companies.] 

And Whereas, The American Life 
Convention most earnestly endorses 
and approves such resolution ; 

And Whereas, The American Life 
Convention is firmly convinced that it 
is against the best interests not only 
of the companies, but also of the pol- 
icyholders and the public to have de- 
partmental examinations made by act- 
uaries employed by life insurance com- 
pany or companies, now therefore, 

Be It Resolved, That it is the sense 
of this convention that no member 
herein should without vigorous protest 
permit any official examination of its 
affairs to be made by any actuary, 
either in charge of such examination 
or at a consultation with those in 
charge unless the entire time of such 
actuary is devoted to the work of in- 
surance, supervising insurance. 


Done’s Letter Seeking Information. 


The letter addressed to Commis- 
sioner Barton by Commissioner Done 
is as follows: 

“Dear Sir:—Pursuant to the confer- 
ence which was had in the meeting of 
the Committee on Examinations at Spo- 
kane last month, we take this oppor- 


tunity of informing you as to the data’ 


which we desire obtained regarding the 
Bankers Reserve Life Company, and 
which was not fully covered in the re 
port submitted by actuary George Gra- 
ham, Jr., of his examination of the com- 
pany under your direction. We will say 
that on Mr. Done’s visit to Springfield 
in February, he specifically requested 
Mr. Graham to go into these elements 
of the history and conditions of the com- 


pany and submit full findings. Whether 
his failure to do so was due to lack of 
understanding as to what was wanted, 
we are not prepared to say. As the in- 
formation was not obtained, however, 
we hereby request that it be procured. 

“Regarding the transfer of the com- 
pany from the mutual 'to the stock basis. 
Mention is made of the fact that the 
company circularized ail of its members 
on December 5, 1907, offering to allow 
them to subscribe each for his pro rata 
share of the stock of the new company 
which it was proposed to form. It is 
noted that four men, namely B. H. Rob- 
ison, R. L. Robison, R. C. Wagner and 
W. G. Preston, subscribed for nine hun- 
dred and seven shares out of the total 
of one thousand shares. It is also noted 
that a comparatively small number of 
the other policyholders subscribed for 
any stock whatsoever. We desire to 
know whether any considerable number 
of policyholders offered to take stock 
and were not allowed to do so. The con- 
trol of the company is, as you will see, | 
in the hands of B. H. Robison associated 
with his son and sons-in-iaw above nam- 
ed. These four men Own more than nine 
tenths of the stock and fill the most im- 
portant offices in the company. 

“In this connection, we desire to know 
why no surplus was subscribed by these 
stockholders and by what authority any 
part of the surplus of the mutual com- 
pany previously existent was used by 
the new company in procuring its busi- 
ness after the reorganization. You | 
know that it is impossible for any com-| 
pany to operate without a considerable | 
surplus, and as no surplus was provided | 
for in the stock subscription, we desire 
to know if any surplus was used for 
that purpose taken from the funds of the 
old company and if so what off-set was | 
made to the mutual owners of the form-| 
er company for this surplus. According | 
to all records that can be referred to at| 
this time, the amount of surplus trans-| 
ferred from the old company to the new | 
was $208,947.97. While this amount was} 
set over as unassigned funds to protect | 
the contracts of the old mutual policy-| 
holders, we do not find from Mr. | 
Graham’s report that full and definite} 
accounting has been made to those} 
policyholders as to the use made of| 
these funds. 

Stock Closely Held. 


“Closely connected with this is the| 
question of the source from which the} 
members of the Robison family obtain-| 
ed something over $90,000 during the | 
panic of 1907-8 to buy the stock sub- | 
scribed for. Was this amount paid im-| 
mediately in cash or was some other! 
means of payment used by which ono 

' 





$e 


| 


could be taken by these heavy stock- 
holders to pay for their stock? This! 
whole matter should be gone into and a! 
full and individual accounting made to! 
every mutual policyholder of his equity | 
in the funds of the company before its | 
reorganization. You can understand | 
that it will be impossible to procure | 
this information unless the entire his-| 
tory of this transition period is gone | 

(Continued on page 7.) | 





fireat Southern Life Insurance Company 
HOUSTON, TEXAS 
BEGAN BUSINESS NOVEMBER 1, 1909 
Results accomplished in 


Thirty-one months end- 
ing May 31, 1912: 





Outstanding insurance 
| SAE RS eye © $13,000,000.00 
1,220, 471.38 


Surplus to Policyholders, 994,867.42 


Applications received 
during first five months 
ey antl Rites $4,000,000.00 


FOR AGENCY CONTRACTS ADDRESS 


0.S.CARLTON, Vice-Pres., Houston, Tex. 


J.S. RICE 
President 











The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 





TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
, Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
‘«‘Do Things ’”’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 
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MUTUAL ‘LIFE INSURA 
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LOW RATES 
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RUSHING BUSINESS 





WILLIAM N. COMPTON, General Agent 
ST. PAUL BUILDING 220 BROADWAY, NEW YORK 
TELEPHONES: 6030, 6031, CORTLANDT 











A COMPANY 


STRONG POINTS of The Germania Life Insurance Company 


Assets: $46,786,131.91 


Liabilities : $40,259,380.22 


Surplus and Dividend Funds: $6,526,751.69 
Insurance in Force on the Paid-for Basis: over $132,000,000. 


is unexcelled. 








Attractive Territory 


DIVIDENDS 
POLICIES 


increasing yearly for the past eighteen years. 
containing all up-to-date features including “Disability Clause.” 


available under 
direct contracts. 


whose conservative management in the interest of its policyholders 


The Company That Live Men Will Select 


ADDRESS: Home Office, 
_ 50 Union Square, New York 
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CAPITALIZE YOUR ABILITY 


WILL SOLVE GREATEST PROBLEM. 








Increased Income The Remedy For High 
Cost of Living—Life Insurance 
The Field. 





(By E. S. Andrews, Manager of Agencies Urdinary 
Department of The Prudential.) 

If you needed exactly $2,000 per an- 
num in the way of an income and could 
not afford to risk a principal of $25,000 
in securities netting in excess of four 
per cent. per annum, it would be 
necessary to increase your capital to 
$50,000, or resort to the dangerous 
course of investing your $25,000 at 
eight per cent. The latter course would 
not be sanctioned by any levelheaded 
banker, or business man, but the 
former would stand the severest test 
and would, therefore, be the only safe 
one. 

But how about increasing that small- 
er principal, or capital? Can it be 
done by a mere wave of the magic 
hand or the application of some new 
formula known only to the members 
of the “Wallingford” family and kin- 
dred tricksters. Easy? Why it’s better 
than easy for just one class of men 
at least. If it is necessary for us to 
name the profession, we do not mind 
telling you that it is life insurance. 

Here’s a special who tells us that 
his income is $1,000, $83.33 a month. 
That man has capitalized his ability and 
stamped his entire plant from head to 
fcot, brains and all, as worth precisely 
$25,000. Suddenly that man’s expenses 
begin to creep upward, the cost of 
living bounds higher, the family is en- 
larged, sickness overtakes the house- 
hold and while the $25,000 capitaliza- 
tion is working properly, it can yield 
just so much, but, not enough. What 
does Mr. Special Agent do if he is to 
act the part of the man upon whom 
pressing responsibilities rest. First, he 
issues additional capital stock to him- 
self—250 shares at par—he does not 
have to pay underwriters’ fees and he 
is his own quotation board. He has 
now subscribed to a total issue of 
$50,000 of stock, is not required to 
work any harder than before the in- 
crease but he must work along $50,000 
instead of $25,000 lines. The first thing 
he does is to go after better and bigger 
prospects, for he must now make each 
new policyholder contribute his part 
until the entire issue of stock yields 
the requisite income. 

We have seen an insurance man’s 
capital increased in less than twenty- 
four hours from $50,000 to $100,000 and 
not one single copper was used to effect 
this increase. He simply woke up, 
measured nimself with other ambitious 
men by placing a proper capital valua- 
tion on his own brain. Sometimes we 
realize that our capital valuation is so 
small as to utterly and completely 
disgust us and that our income from 
invested capital so wholly inadequate 


to the needs of our dependents, that 
we simply can not stand the beating 
of our own heart. In short, we be- 
come alarmed. 


In the commission end of our busi- 
ness there is a wide difference in 
annual incomes, due almost wholly to 
the difference in ability-capitalization. 

This article is addressed to men who 
have not inherited $50,000 in cash and 
told to invest it at four per cent. 
interest. It is intended to appeal to 
men who must make from $1,000 to 
$10,000 and over per year from ability 
capitalized on a basis large enough 
to yield the necessary annual return. 
To those men who are not just exactly 
satisfied with their annual earnings, 
we invite a consideration of this busi- 
ness on a basis of not what they think 
they ought to earn but upon what 
they know they must earn. 

This problem determined, it is then 
necessary to ascertain approximately 
how much new life insurance, at a 
certain premium, producing certain 
commissions must be secured. 

Remember that you are working for 
one of the greatest financial institu- 
tions in the world and in the nature 
of things and because of the distance 
from the home office, the officers can- 
not know all of you very well, per- 
sonally, but they do know you by the 
quality of the work you turn out. 

They set a real value on your work, 
much. higher than you think and your 
value is measured by the quality as 
well as the quantity of the results 
produced. Somebody knows your 
actual worth, appreciates your honest 
endeavors and has you in mind for 
better things. 

If you do not capitalize yourself at 
a value that approximates your maxi- 
mum annual earning power, somebody 
else is liable to do so and their measure 
of your capital value may not be as 
high as you think it ought to be. 


Too many scholars, and other wise- 
acres, are engaged in an attempt to 
pull down the cost of living by advo- 
cating a reduction in the selling price 
of everything consumed, but every few 
days we hear of a solution of the “high 
cost of living’ problem by men. who 
simply cannot upset the natural ten- 
dency, but can increase their incomes. 
The man whose salary will not keep 
pace with the demands upon it should 
not fret about the price of milk, butter, 
eggs and clothes, for he cannot change 
it. He must seek a position, or do a 
work which will command an adequate 
compensation. 





Typhoid Kills 25,000. 





According to Dr. Allen J. McLaugh- 
iin, of the Federal public health ser- 
vice, typhoid fever entails a loss of 
more than $1,000,000 a year to the 
people of the United States; every 
year 4,250,090 persons being attacked 
and at least 25,000 deaths result yearly 
from the disease. 


MODERN WOODMEN. 





New Rate Schedule Changes . Com- 
plexion of Situation As Origin- 
ally Presented. 





Another company calls attention to 
the fact that in addition to the new 
monthly rates of the Modern Woodmen, 
there are additional charges the first 
year and subsequent years. New mem- 
bers will be admitted to the Modern 
Woodmen at ages 18 to 45. The 
monthly rate at age 35 is $1.35, making 
an aggregate of $16.20 per year. For 
first year there will be in addition an- 
nual dues varying from $3 to $5, plus 
the membership fee of $5 and the medi- 
cal examiner’s fee of $1.25. The first 
year’s cost will therefore be from 
$25.45 to $27.45, and the subsequent an- 
nual premium rate will be from $19.20 
to $21.20. It is therefore apparent that 
this is a distinctly different proposition 
from the statement that the. Modern 
Woodmen’s monthly rate for $1,000 in- 
surance at age 35 is $1.35. 

It is further pointed out that extra 
assessments may be levied if they are 
needed, a provision according to that 
fraternal that “might become of vital 
importance in any emergency and might 
be the means of saving the institution.” 
No cash or loan values are granted in 
the certificates. Paid-up insurance and 
extended insurance may be granted in 
all certificates if the head camp so 
votes at its next meeting and the laws 


_ of various states do not prohibit these 


values. 

As yet some of the members of the 
order are not in accord with the new 
program, and threats have been made 
by insurgent groups to secede. Gov- 
ernors Deneen of Illinois and McGovern 
of Minnesota, have been threatened 
with political reprisals if they do not 
remove their respective insurance com- 
missioners who favored the Mobile law 
governing fraternals—The Field, pub- 
lished by the Phoenix Mutual. 





WHEN TO GET SETTLEMENT. 





While everybody is optimistic—and 
rightly too—over the splendid business 
conditions of the country, it is a fine 
time to make collections, to get settle- 
ments on outstanding business. When 
there is plenty of money in circulation, 
and everything is going forward swim- 
mingly we often feel it is safe to give 
credit, to take a chance. The shrewd 
business man, however, never over- 
looks the advantage of getting the cash, 
or its equivalent, upon a trade in times 
like these. 

It is a great opportunity for life sol- 
icitors, if they but knew it, to close up 
“unpaids” and to close up, by settle- 
ment, every application that is written. 
There is so much in prospect for every 
man just now, due to the bumper crops 
of this year, that scarcely anyone is un- 
willing, if properly urged, to pay for life 
insurance that he may be induced to 
take. It is dangerous to give too much 


credit in flush times. It is dangerous 
because the least bit of reaction might 
upset one’s calculations and make him 
shy off from his obligation, wherever it 
could be done. 

Remember that there are two sides to 
our business, to-wit: writing and paying. 
The man who can resolve the two into 
one is the successful man with the rate 
book. 

Writing and paying—Why should they 
be separate? Why should an agent 
write an application for any one with- 
out getting settlement at the time? Sta- 
tistics show that no matter how good 
the applicants who sign up without set- 
tling, a great big percentage of them 
never pay. In other words, the agent 
who writes a large business hoping to 
collect when the policies are delivered 
is invariably disappointed with resuits. 
Knowing this, it is a little strange that 
so many continue the practice. 

Surely the best time to get settlement, 
to collect the premium, is when the ap- 
plication is signed. Scarcely one man 
in a hundred who gets wrought up to 
the point of signing his name to the ap- 
plication is not at the same time open 
to an arrangement by which he will be- 
come so obligated for the premiums that 
he cannot escape payment. That being 
the case, why should an agent, after 
the expenditure of so much time and 
skill in getting the name on the dotted 
line, take chances on the paying end? 

The supreme question is no longer 
how to get a man’s name on the dotted 
line, but how to get his check or cash 
for the insurance. 

We believe that if agents generally 
would give a little more attention to the 
matter of settlements they would find it 
very much more profitable to them in 
the end. Neither the company nor the 
agent gains anything by a policy which 
is not taken. On the contrary, both 
suffer a loss. Hence, it should be a rare 
thing in the course of our business to 
have a policy returned marked “N. T.” 
The time will surely come when life in- 
surance will be transacted upon an ab- 
solutely cash basis, and the quicker it 
comes the better it will be for every- 
body.—The Lifemen. 





TAKES OVER PIONEER LIFE, 





Interests Back of Universal Life Nego- 
tiating for Control of Kansas City 
Company. 





Negotiations are under way for trans- 
ferring control of the Pioneer Life In- 
surance Co. of Kansas City, to inter- 
ests identified with the Universal Life. 

Controlling interests in the Pioneer 
are H. D. Harms, a banker of Wash- 
ington, and W. D. Corbin of Kansas 
City. 

The Pioneer Life was formerly the 
St. Louis National Life. Its capital 
stock is $100,000, with shares of $10 par 
value. The latest annual statement 
shows admitted assets of $279,852, a 
surplus of $72,117, and insurance in 
force amounting to about $2,000,000. 














FORREST F. DRYDEN, President 


only in facts. 
guarantees, not estimates. 
is a vast difference. 


Facts Are What Count 


and the man who sells Prudential policies deals 
Prudential policies are 


Write us about an agency. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


Founded by JOHN F. DRYDEN, Pioneer of Industrial Insurance in America 


_ Incorporated as a Stock Company by the State of New Jersey 


There 


Home Office, NEWARK, N. J. 
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THE DARKNESS OF REJECTION 


TO KING ALFONSO OF SPAIN. 








Influence of German Emperor Fails to 
Secure Life Insurance He Greatly 
Desires. 





There is an old saying that widows, 
who have experienced the advantages 
of life insurance never complain as to 
the amount of protection carried by 
their deceased husbands; excepting pos- 
sibly to complain that it was not large 
enough. The foresight of the husband 
and father, in continuing a measure of 
support to the family after he has pass- 
ed away throws a ray of light into what 
would otherwise be a period of gloom 
and bewilderment. No, widows and 
orphans do not complain about the cost 
of life insurance, and the “sacrifice” 
necessary to keep it in force. 

The Uninsurable. 

There is another class who do not 
question the wisdom of carrying life in- 
surance; namely, those who cannot get 
it because of their physical condition. 


This thought is brought to mind by 
reading an article setting forth the un- 
satisfactory condition of affairs in con- 
nection with the imperial family at 
Madrid. I health of the queen, son 
hopelessly deaf and dumb, embarras- 
sing friction among families of relatives, 
an impoverished and deserted country 
due to the policy of putting off until 
to-morrow what should be done to-day, 
these sad conditions which stare King 
Alfonso in the face are supplemented by 
one which gives him great concern, and 
that is life insurance companies refuse 
to issue him a policy at any premium, 
no matitter how much he may be willing 
to pay. Owing to the spirit of revolu- 
tion and anarchy which prevails in 
Spain, the young king takes his life in 
his own hand every time he appears in 
public, but this is not alone the reason 
for rejecting him as a risk, but rather 
the serious condition of his own health. 

“Rejected.” 


As he realizes the uncertainty, first of 
his kingdom; second, of his life, the 
needs of his family loom up before him 
and his only sure avenue of protection, 
life insurance, is barred with the sign 
“Rejected.” It is said that Emperor 
William of Germany has interceded in 
his behalf with companies of Berlin but 
to no avail. Frequent trips to the “ave- 
nue of pleasure” have undermined the 
physical structure, and everywhere Al- 
fonso is registered as a bad and un- 
desirable risk. 

Other Empires. 

There is a lesson to be learned from 
this serious predicament in which the 
royal family of Spain finds itself. Here 
in America every man with family obli- 
gations is a king, and has an empire 
over which he has dominion. The de 
mands, in aggregate value, may not 
attain the amount which must be met 
by the average monarch, but the rela- 
tive importance to the “subjects” is 
jusé as great. The question arises: 
“When and how can adequate provision 
best be made? To-morrow”? There may 
be no “to-morrow” for many. The only 
certainty in this world is death. That is 
as sure as the fact that night follows 
day. This being true, the only time in 
which to make adequate provision is 
now; to-day. 

How shall it be made? To the over- 
whelming majority a life-time (forty 
years of business activity), is needed 
to create an estate in the natural order 
of things, but old Father Time steps in 
and snaps the life cord, thus denying to 
a big percentage the requisite time for 
this purpose. Every second of the day, 
some one is passing away. Who's turn 
is it next? That is where the rub comes 
in! The only avenue, beyond perad- 


venture, open to the average individual 
to protect family or dependents is that 
of life insurance providing it is possible 
ig the necessary physical examin- 
ation. 


Some may be insurable now, but un- 


insurable a year, month or week hence. TRIBUTE TO M. A. WOOLLEN. | 


Alfonso could doubtless have secured 
life insurance at one time; but that peri- 
od has gone by. He siezed at “Oppor- 
tunity” when it was too late and he now 
tries to grasp an anchor which is out of 
his reach. 

The moral in the condition of the 
royal family at Madrid is apparent. The 
lesson is one that should receive the 
serious consideration of every bread- 
winner. 


RELIANCE LIFE CHANGES. 








E. G. McCormick Succeeds R. T. Fur- 
man As General Manager—Eco- 
nomics To Be Enforced. 





The Pittsburgh Post in one of its is- 
sues of last week contained the follow- 
ing: 

“Announcement was made yesterday 
that Robert T. Furman is no longer 
connected with the Reliance Life In- 
surance Company. His relations with 
the company were terminated after 
serving five years as general manager, 
and since last year as vice-president 
and general manager. E. G. McCor- 
mick, superintendent of agents, has 
been elected to succeed Mr. Furman as 
general manager. 


“Mr. Furman is considered a practi- 
cal insurance man, having made good 
records with several companies he had 
previously been connected with. He 
came to Pittsburgh about five years 
ago to take charge of the agency man- 
agement of the Reliance Life. Last 
year the board of directors elected him 
a vice-president. (No reason is given 
for his severance from the Reliance.” 

In connection with this change an- 
nouncement is made that the company 
will discontinue the issuance of its 
weekly bulletin, which was printed at 
considerable cost and the offices of the 
Western Pennsylvania department on 
the seventh floor of the Farmers Bank 
building have been vacated, the depart- 
ment being attached to the home office 
quarters on the second and third floors. 
This move will not only materially 
facilitate the transaction of business, 
but will result in the reduction of 
expense. 


Mr. Furman was formerly with the 
New York Life in New York city, and 
has been associated with the Reliance 
as general manager for over four years, 
his title for the past year being vice- 
president and general manager. 

Mr. McCormick who succeeds to the 
general management of the company, is 
a graduate from the ranks of the Re- 
liance. For a time he was located in 
Pittsburgh, working in the Western 
Pennsylvania field, but, more recently, 
with headquarters at St. Louis. He has 
shown his ability to build up a progres- 
sive agency force. 





New York Life Payments. 





During the month of August over 9,- 
500 applications were received by the 
New York Life and over 100,000 re- 
newal premiums paid. Death benefits 
aggregating $2,073,297 were paid dur- 
ing the month covering on the lives of 
640 individuals. Payments in divi- 
dends, annuities, cash values, etc. to 
5,245 living policyholders, $2,743,426, 
making the total payments for August 
under policy contracts $4,816,723. 

The’ following shows the causes of 
death: 

Bright’s disease, 80; consumption, 77; 
heart disease, 72; cancers and tumors, 
47; apoplexy, 44; accidents, 37; pneu- 
monia, 32; disease of digestive organs, 
29; diseases of arteries, 20; 
sease, 19; blooj poisoning, anemia, etc., 
16; typhoid fever, 16; paralysis, 13; 
diabetes, 12; appendicitis, 10; bron- 
chitis, pleurisy, etc., 6; Spinal disease, 
5; nervous prostration, congestion of 
brain, etc., 3; old age, 2; rheumatism, 
2; all other causes, 98, 





Indianapolis Board of Trade Passes 
Memoriam to Late President of 
American Central Life. 





In selecting successors to the late 
Milton A. Woollen on the governing 
and the by-laws committees, the In- 
dianapolis Board of Trade passed the 
following resolution in his memory: 

“In the death of Milton A. Woollen 
we are afforded an opportunity to give 
expression to the feelings of high re- 
gard we have for the memory of our 
friend and brother. 

“Reared in surroundings which taught 
the necessity of upright living and the 
duty of faithfulness, he carried these 
high principles into his family and busi- 
ness life. Charitable in giving, prompt 
in relieving. distress, generous in 
thought and accurate in judgment, he 
lived a life worthy of emulation and 
left an example good for others to 
follow. 

“In the life of our city for its ad- 
vancement and growth, his advice and 
work are recorded as most helpful and 
strong. Always prompt in attendance 
and wise in counsel, no exactions were 
too great to cause him to neglect his 
duty to city affairs. 


“We especially remember him as our 
presiding officer and intimate friend. 
We recall his earnest words and digni- 
fied way; we feel the clasp of his hand 
in the bond of friendship; we hear his 
earnest words for the city’s advance- 
ment in business and moral growth, 
and it seems but yesterday that he sat 
with us and guided us in our efforts to 
upbuild a city and make it great. 

“It is gratifying to know that he was 
our leader and while we drop ‘the sym- 
pathizing tear’ over our loss, we rejoice 
in the belief that he used his talents so 
well that the salutation ‘Well done!’ 
was the greeting that came to him 
when his work was finished.” 








OPPORTUNITY |. 


WY not reap the full benefit 

of the business you write. 
If you are desirous of a general 
agent’s contract and feel that you , 
can use all the commissions that 
you can earn, get out of the rut 
and look over our general agency 
proposition. An old established 
Eastern company has a few open- 
ings in New York, New Jersey, 
Pennsylvania and Illinois for high 
class men of ability who would be 
interested in a direct agency con- 
tract with full first year commission 
and special renewal commissions. 








Address D.E.F. Eastern Underwriter 











The Equitable Life 
of lowa 


offers, as helps to selling its policies 
(which are liberal and up to date) 
Moderate Premiums, Highest Interest 
Earnings and Low Mortality 
Experience, resulting in 
LOWEST NET COST 


See Official reports or other publications 








A history of conservative and Econom- 
ical Management for more than Forty 
Years; Deposit of full reserve to secure 
Policies, etc. 

These are effective helps with intelli- 
gent prospects. 


Separate Territories to Agents 
LONG CONTRACTS— FAIR TERMS 











that of 1911—our record year. 


of this satisfying prosperity. 


Every Month a Record Month! 


Each month of this year has given a fine gain in new business over the same 
month in 1911.' Never were the policies of this Company as easily sold as now. If 
this rate of increase continues, 1912 will pile up a total of new business far exceeding 


Popular policies, low premium rates, large dividends, Massachusetts prestige, 
and Massachusetts Mutual far-spread reputation, at the command of a well-organized 
agency force that is backed by progressive Home Office management, are the cause 


We occasionally have a general agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts. Mutual Life Insurance Company 


SPRINGFIELD, MASS. 
INCORPORATED 1851 
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“ Pre-eminence in Benefits to Policyholders ” The Watchword. 





34 Nassau Street 
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THE MUTUAL LIFE 


Insurance Company of New York 
Paid to Policyholiders in 1911...........--. ere et 
Received from Policyholders in 1911............. 
Excess of Payments over Receipts..........--- 

PAID DIVIDENDS IN 1911 
$13,631,857.73 
APPORTIONED FOR DIVIDENDS IN 1912 
$15,146,685.72 
MUTUAL LIFE AGENTS MAKE MOST MONEY 


BECAUSE 
MUTUAL LIFE POLICIES SELL MOST FREELY 
For terms to producing agents, address 


GEORGE T. DEXTER 
and Vice-President 


$57,353,726.13 
55,582,183.20 


$1,771,542.93 








New York, N. Y. 
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_ A SUBJECT FOR MEDITATION 


FARMERS AND LIFE INSURANCE. 





Channel Through Which Northwestern 
Received Over One-Tenth of Its 
Applications For 1911. 





The advantage of work among the 
farmers by life insurance solicitors is 
shown by the results achieved during 
1911 by the staff of the Northwestern 
Mutual Life. Policies were issued on 
the lives of 4,505 farmers for a total in- 
surance of $9,130,300, and, as the total 
number of lives insured during last 
year was 39,246, it will be seen that 
about 11.5 per cent. of the applications 
came from farmers. 

These farmers lived in 41 States, so 
that no single territory had a monopoly. 
Illinois was first with 543; Iowa, 497; 
Wisconsin, 400; Kentucky, 341; New 
York, 264; South Dakota, 246; Michi- 
gan, 210; Georgia, 208, etc. Fourteen 
per cent. were already in the company. 

Another interesting feature is that en- 
dowments were bought as freely as by 
city men, but only about half as large 
a proportion of term insurance. Highty- 
two per cent. of the insurance applied 
for was on life plans. The average age 
was 31.5 years and the average policy 
$2,000. Contrary to expectation, there 
does not appear to be any “best month” 
for this class of business, although the 
three-month period from December 1 
to March 1, shows a smaller total than 
any other quarter. 

A Great Field. 

The “Country Gentleman” of August 
10 contains an excellent article on the 
advantages of life insurance to farmers, 
says Field Notes. The writer estimates 
that “not more than 2 per cent. of the 
farmers enjoy such protection,” at- 
tributing this small percentage to the 
greater activity of agents in cities and 
towns. The “Arkansas Homestead” 
publishes a strong appeal to Arkansas 
farmers to follow the wise lead of 
Kansas farmers and insure. It says 
that 80 per cent. of the life insurance 
written in Kansas last year was on the 
lives of farmers. “When the Arkansas 
farmer grows old with toil and lies 
down to die, he too frequently leaves 
a mortgage-ridden estate and a big 
funeral bill. We need some insurance 
money in Arkansas. Then there will be 
big, white-painted farm houses, large, 
red barns, automobiles and traction 
plows in Arkansas, as there are in 
Kansas, Iowa and Illinois.” ; 

The modern farmer is a business 
man. He takes legitimate business 
chances where he must and insures 
against catastrophe wnen he can. He 
recognizes, just as quickly as his city 
brother, the advantage of protecting 
his debts and other obligations by life 
insurance. If he operates on a scale 
large enough to require a superintend- 
ent, and he is lucky enough to find an 
expert, he will see the need of insuring 
that man as quickly as the city cor- 
poration does the life of its technical 
or business expert. Where the farmer 
is his own superintendent and his 
family is dependent upon the farm bus!- 
ness the argument is the same. 

The Farmers’ “Weapon.” 

The president of the New York Cen- 
tral, Mr. W. C. Brown, in a recent 
number of Moody’s Magazine, calls at- 
tention to an increase of acreage of 
only 23 per cent. during the past ten 
years; an increase of products of 36 
per cent., while there was a contempo- 
raneous increase in consumption of 60 
per cent. This indicates the future of 
farming and shows why farmers are 
buying new lands. The choicest lands 
are falling to those with the courage 
to branch out on credit. The growing 
need for life insurance 'to cover these 
transactions is apparent. Mr. Brown 
says: “Tell the farmer and the farm- 
er’s boy that the business in which he 
is engaged has become the most im- 
portant of any in the world, that the 
eyes of the people of every country are 


turning with anxious interest to him 
and the work of his hands. Impress 
upon them that habits of indifference 
and improvidence must give way to 
new methods, which the changed con- 
ditions imperatively demand.” That is 
why Federal and State governments 
are spending millions to improve agri- 
cultural conditions of production an@? 
sale, soil analysis, diseases, pests, etc. 
But the farmer must do his part, and 
he will, with the aid of the banking and 
life insurance systems. 





TALLEST IN INDIANA. 





Twenty-Two Story Building Planned 
by Public Savings—Capital of 
Company Increased. 





The stockholders of the Public Sav- 
ings Insurance Co. of Indianapolis, at 
a recent meeting voted to increase the 
capital stock from $100,000 to $500,000, 
the additional stock to be sold at a 
price that will produce a substantial 
surplus. This action, when completed, 
will largely add to the assets of the 
company. 

It has also been decided to purchase 
the Unity building on the south side of 
East Market street, between Pennsyl- 
vania and Delaware streets, and within 
the next year to begin the erection of 
a twenty-two story office building there- 
on. The lot is 67% feet wide and 195 
feet deep. This will be the tallest 
building in the State of Indiana. 

Speaking of this action and the status 
of the company, Rough Notes says: 

“Such a building as this will be a 
splendid evidence of the strength and 
financial responsibility of the Public 
Savings Insurance Company. Organ- 
ized in 1909, the company was cleanly 
financed, and since it began writing 
business has been cleanly managed. 
Its original capital stock of $100,000 
was sold at a gross expense of but 4 
per cent., and from the first its officers 
have worked for small salaries, while 
its board of directors have served with- 
out any pay, the purpose of all con- 
nected with the organization being to 
build up a company for the future, in 
which all connected with t can take 
pride. 

“President H. Thos. Head, who is 
widely known as a successful life in- 
surance manager and takes pride in his 
record for honest service for the com- 
panies by which he was employed, now 
says, in speaking of the future of the 
company: ‘I think more of my reputa- 
tion than I do of my record.’ He is 
staking everything on the future of this 
company and is accomplishing a work, 
with the assistance of those about him, 
who are actuated by a like ambition, 
that will be of highest credit to all who 
have had a part in it. The resources 
of the company have been honestly 
used to build up business, of which 
there is now about $8,000,000 of insur- 
ance in force. The annual income is 
$200,000 a year in round numbers, an@? 
the income now exceeds the outgo 
week by week, a point which takes 
time and the best kind of effort for 
any industrial company to reach. The 
mortality experience has been very 
favorable, as the business has been 
carefully selected. The branch offices 
throughout the State number about 
forty. The Public Savings, in the opin- 
ion of those who know the character 
of the men back of it, is a company 
with brightest future prospects.” 





Standard Life Business. 





The Standard Life of Pittsburgh, re- 
ports a gain in insurance in force of 30 
per cent. in excess of the similar period 
of last year, and expects to close 1912 
with $2,500,000 more insurance in force 
than it had at the beginning of the 
year. The company was recently 
licensed to do business in California. 

Considerable regret is expressed 


among the home office and field staff 
over the death of W. H. Devore, Jr., 
one of the star producers. 


ADVICE T0 A BEGINNER 


WHO WANTED TO BE A MANAGER. 








He Thought He Would Be a Great Suc- 
cess With Sub-Agents 
Under Him. 





Several interesting and very instruc 
tive letters to beginners in life insur- 
ance work have appeared in the North- 
western Mutual Life’s paper “Field 
Notes” and the latest one, addressed to 
one who is earnest but so over-am- 
bitious as to be blind to his present op- 
portunities, is given herewith: 

Your letter regarding the prospect 
of obtaining a different territory, par- 
ticularly a field where you can work as 
manager with sub-agents under you, is 
at hand. In the first place, I wish to 
assure you that this office has your in- 
terests very much at heart because we 
know that the future of our work de- 
pends upon such young men as your- 
self. With this assurance I wish to 
make some suggestions that you will 
undoubtedly take in the spirit with 
which they are offered. 

Although your present field is one of 
the richest agricultural districts in the 
country you say their is no chance to 
build up, and especially because it’s 
your own home community. As to the 
latter objection there is perhaps some 
reason, because you left your town 
as a boy and your neighbors have not 
learned’ to take you at your face value 
since your graduation and return. If, 
however, you will go to work in earn- 
est your neighbors will soon wake up 


to the fact that you mean business > 


and you will find their friendship and 
knowledge of you very helpful. Ex- 
perienced agents would place a high 
value on the acquaintance you enjoy 
in your community. 

As to your desire for a territory 
where you can work as a manager, 
would suggest that this opportunity is 
already open to you in . This 
business has in itself very few limita- 
tions of honest opportunity. You are 
free to enter ‘tthe fray and take what 
you want. It is up to you. A territory 
with sub-agents is an opportunity you 
will have to build up for yourself. 
Bear in mind, however, that many suc- 
cessful agents prefer to devote their 

| time to purely personal rather than 


district agency work. However, there 
is absolutely nothing except your own 
personal limitations to prevent your 
having exactly what you suggest in 
your present field, and to the extent 
that you demonstrate your ability to 
secure application and build up an@ 
manage a force of sub-agents, addition- 
al territory will be given you. Take 
your general agent, for example; he 
demonstrated that he could write busi- 
ness; that he could get sub-agents; and 
a district agency covering a county was 
given him. He attended strictly to busi- 
ness and so developed his small field tn 
which, by the way, he was born, that 
in due time the Company, of business 
necessity, made him its general agent 
in charge of a large field. You are 
standing to-day where he stood when 
he began. You have the same oppor- 
tunity he had. It is up to you to take 
it; nobody can hand it to you. You 
Say you are confident you can produce 
business and develop a good territory. 
We also believe so, but business is not 
conducted on the basis of mere belief: 
it is necessary to “produce the goods.” 
Your account shows that, with what 
would be considered at least ordinarily 
good conditions, you have written a 
very small business. Is this not a 
somewhat slender basis for your con- 
fidence that you can develop a terr!- 
tory? Have you not been hypnotizing 
yourself with excuses, the last thing 
a man with a university training 
should be guilty of? If your college 
education does anything for you it 
should have at least trained you to 
weigh facts as they exist and not as 
you would like to believe they exist. 
William James of Harvard, one said 
that the chief function of a college edu- 
cation is to teach you to know a man 
when you see one, that is, to teach you 
to properly weigh the value of a man. 
The nearest man to you is yourself. 
If you will look him over carefully you 
will admit that you have not made the 
most of your opportunity. Do you not ° 
think that instead of seeking a chance 
to begin at the top, you should develop 
the opportunity at your right hand? 
If you do this, further opportunity will 
of necessity come to you because the 
Company has need of you. Do not over- 
look the fact that you are not merely 
an individual in your home community, 
but that you are the representative of 
the great Northwestern Mutual Life 
Insurance Company; that you are the 
custodian of the Company’s standing in 
your community; that you are working 
for a record upon which your further 
advancement will be based. It is doubt- 
ful if anything you have not earned can 
do you any permanent good. 





This Company issues policies which grant the insured 
“COMPLETE PROTECTION against all the adversities 
affecting life or health, and which provide Indemnity for 


DEATH FROM ANY CAUSE 
PERMANENT TOTAL DISABILITY 


a ae 

DISABILITY RESULTING FROM ANY SICKNESS 
OR ANY ACCIDENT 
For Agencies Address 


The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 








Insurance in Force 
Over $14,000,000 








GUARANTEE LIFE INSURANCE CO. 


HOUSTON, TEXAS 


An excellent proposition awaits a few live managers 
who can produce the business 


Write the Home Office at Once 


Increase in Surplus in 
Two Years Over $50,000 
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CLASSIFIED DBATH CAUSES 


GIVEN BY AGES AND DISEASES. 





Compilation Showing Experience of 
Northwestern Mutual Life Since 
Organization. 





A tabulation -of deaths from various 
causes has been prepared by the North- 
western Mutual Life, showing the ex- 
perience of the company since organiza- 
tion and comparing the period from 
1858 to the end of 1885, with the period 
1885 to the end of 1909 and also the 
period 1897 to 1909, both inclusive. 
This comparison is for the purpose of 
showing changes in the percentages at- 
tached to the various causes. The 
classification is that of the Inter- 
national List covering seven general 
heads: General diseases, nervous, cir- 
culatory, respiratory, digestive, genito- 
urinary and violent, besides senility or 
old age. In commenting on the com- 
pilacion, the company says: 

“One of the most striking features of 
the table is the improvement in the per 


cent. of deaths from tuberculosis. From 
1858 to 1885 the per cent. of persons 
dying from this cause was 18.4 of the 
total, while of those who died from 1885 
to 1909, the percentage due to tuberculo- 
sis was only 11 and for the shorter 
period, 1897-1909, only 9.9 per cent. On 
the other hand, nephritis or Bright’s dis- 
ease shows a marked increase, even al- 
lowing for more accurate dignosis. 

“Many persons think that with the 
increase in the use of automobiles 
and other means of rapid transit the 
proportion of casualties has increased. 
The table does not support this con- 
clusion so far as the total per cent. of 
casualties is concerned. Nature pro- 
tects us from such dangers by the 
formation of caution habits, to say 
nothing of improved safety appliances 
of all kinds. The per cent. of deaths 
by automobile accidents, however, 
shows a four-fold increase in seven 
years, i. e., .03 to .12. The proportion 
of suicides shows a tendency to in- 
crease, the self-inflicted deaths for the 
first forty-eight years being 2.45 per 
cent. of the total number, while during 
the period 1907-1911, 3.18 per cent. of 
the 11,907 deaths were suicides.” 


Percentage of Deaths by Ages and Diseases From Organization in 1858 to End 


Also Percentage of Deaths, 1897-1909 


Was Highly Esteemed. 





In speaking of the death and burial 
of Henry M. Witter, vice-president and 
director of the State Mutual Life of 
Worcester, The Standard says: 

“There was a largé attendance of in- 
surance officials at the funeral. Mr. 
Witter had been connected with the 
State Mutual for about thirty years, 
and previous to his election as vice- 
president was for a number of years 
its secretary. He was a conscientious, 
capable official whose loss will 
keenly felt by his associates in the 
company and in ‘he’ life insurance 
business.” 





R. D. Murphy Honored. 





R. D. Murphy, actuary of the Hart- 
ford Life has been elected a Fellow of 
the Actuarial Society of America, hav- 
ing been successful in passing the final 
examination for membership in the so- 
viety. When it is considered that but 
a very few out of every hundred who 
apply, secure this honor, the standing 
of Mr. Murphy among young actuaries 
is apparent. 





of 1885; and From 1885 to End of 1909; 





Over No. % to Years 
1858 to 1885 Under 20 20 to 30 80 to 40 40 to 50 50 to 60 60 to 70 70 to 80 80 of Deaths all Deaths 1897 1909 

Causes 1885 to 1909 % % % % % % % % No. of D’ths % 

OEE win adiididasccccusweasstadneee 1885 0 0 9.7 319 340 21.1 32 6 CO 185 3.4 
1909 0 1.3 6.9 18.6 29.2 29.4 13.8 1.8 1800 5.8 1445 63 

Tyghhd Fever osccacscnccscvveses 1885 16 16.7 3238 263 1638 7.5 0 0 331 6.2 
1909 0 27.1 37.3 203 103 3.9 9 .06 1548 5.0 1022 4.4 

TUBOTOMORNE  ..o0cccvetccsicccsuees 1885 3s 148 301 292 16.9 7.9 m) 0 989 18.4 
1909 l BS. se Bei. ter 7.3 23 .06 3405 110 2274 9.9 

Other General Diseases ..........- 1885 4. Ri. BS Ba. 2a 9.8 1.1 0 1814 33.8 
. 1909 09 18.4 23.8 22.7 18.7 14.5 6.3 .7 8955 288 6413 27.8 

DI 6.x cdo b:6:5% (bce Vanek 1885 0 10 10.7 262 37.4 209 4.7 0 401 7.5 
1909 04 6 5.4 141 266 30.1 19.6 3.6 2281 72. 1688 72 

Cesar TANNED 0.68 e sccieséidescevins 1885 6 3.8 1384 270 386 183 3.2 0 714 «13.3 
Nervous System .......cecccees 1909 07 2.4 108 200 246 24.4 15.2 2.6 4850 140 3147 13.7 

Organic Heart Disease ........... 1885" 0 3.5 6.9 28.5 30.9 24.6 62 8 288 5.4 
1909 .04 1.2 6.9 15.4 25.3 29.7 18.0 3.2 2187 7.0 1701 7.4 

ee ee 1885 0 3.6 7.0 27.9 29.9 24.9 64 3 358 6.7 
Circulatory System .....ccscccccee 1909 .03 1.0 5.5 13.9 25.7 30.6 19.9 3.3 3595 11.6 2985 13.0 

PI a o.bis. 646 dc cwsinaaecwenes 1885 0 6&1 17.3 82.4 26.8 15.6 3.6 0 601 11.2 
1909 2 66 161 28.5 215 18.1 11.5 2.3 2463 7.9 1708 7.4 

CU TRIMER. 6 ii'c om sienncendcaeds 1885 0 5.0 17.0 315 27.0 15.9 ae 800 14.9 
Respiratory System ..........00. 1909 2 5.7 143 216 21.4 199 14.1 2.9 2878 9.2 2083 9.0 

AGES TONED 56 4:00 kceviiswaskewens 1885 0 3.9 17.8 30.7 29.7 16.4 1.5 0 202 3.8 
1909 0 16 10.0 23.7 284 24.0 11.0 1.2 925 3.0 662 2.9 

CRE TOOOGOR 6:5650:6 ch txrivad scars 1885 mS 5.7 186 81.0 87.6 18.9 23 14 697 180 
Digestive Byetem ....cccccsvccse 1909 2 7.1 168 22.8 289 17.9 10.3 1.4 3088 9.9 2173 9.4 

UTR 5-6. peal waren tpics vie ede arate 1885 0 33 162 238.4 38.1 28.4 16 0 184 3.4 
1909 0 1.7 8.3 19.4 27.9 27.3 13.4 19 2358 7.6 1866 8.1 

Ee OOO 4 écaiincswecedceensen 1885 0 2.7 13.2 214 30.0 288 3.9 0 257 4.8 ‘ 

Genito-Urinary System ......... 1909 03 1.9 18 16.7 288 37.5 18.5 3.5 3144 101 2404 10.4 

NINE i00.ocedeavlsddcedsecnewse 1885 Bi 8.7 3038 29.8 22.3 8.0 2 0 412 7.7 
1909 2 144 2638 279 18.0 9.0 3.9 .6 2155 6.9 1498 6.5 

DNGS ss dcrcecdpucsedasnmeneeaee 1885 0 2.6 23.0 345 30.1 9.7 ae. 113 2.1 
1909 3 8.7 243 32.3 23.8 8.6 18 2 849 2.7 605 2.6 

Other Violent Deaths ............. 1885 7 64 263 29.3 25.2 10.6 1.4 0 714 «13.3 
1909 as 202 SBS B66. 215. 133 5.4 .7 .3980 12.8 2878 12.5 

IIE nccandence out ticccseteaban 1885 0 0 0 0 0 15.4 169 7.7 13 2 
1909 0 0 0 0 .09 2.1 40.4 57.4 1071 3.4 940 41 

TOE. ccc ewesvilscasdaeeuua 1858-1885 4 7.3 206 289 25.6 14.4 2.6 .05 5367 14.7 
1885-1909 | 70 165 203 213 «19.3 12.5 3.8 31061 85.3 23023 63.2 
REDUCE COMMISSIONS. | CITY MAY INSURE, township governments. The city offi- 





Contracts in Excess of 25 Per Cent. 
Upon Burglary Business not to 
be Renewed. 





November 1 being the date upon 
which the last of the 30 per cent. con- 
tracts given by the National Surety 
Company to New York brokers sev- 
eral years ago to induce their bank bur- 
glary business expires, members of the 
Burglary Insurance Underwriters As- 
sociation at a meeting held in this city 
last Thursday decided to restrict the 
veommission rate in future. Upon resi- 
dence business the commission is to be 
25 per cent. while 20 per cent only 
will be allowed on mercantile and 
kindred lines. 





The next meeting of the Eastern 
Union will be held at the Country Club 
at Farmington, near Hartford, Conn., 
September 25. There will be reports 
from the standing committees on large 
cities and the Boston situation will be 
discussed. 





Public Officials of Detroit Considering 
Taking Out Indemnity Covering 
Liability Hazard. 





The city of Detroit will insure itself 
under the new Workmen’s Compensa- 
tion law, unless a cog slips. The heads 
of the different municipal departments 
met with the Ways and Means Com- 
mittee of the Common Council Tues- 
day and discussed the proposition. 

The agent of a liability company was 
present to give estimates. The com- 
mittee and all the department heads 
concurred in the plan and it will be 
put up to the Common Council at an 
early session. 

Under the new State law when a 
workman is killed his dependents go on 
the pension list of the employer three 
hundred weeks at half the amount of 
his wages. Injured employes draw a 
loss remuneration in proportion to 
their disability. 

The law expressly includes the State 
itself, and all municipal, county and 





cials believe the city will save money 
by insuring, owing to the many acci- 
dents for which it will be held liable. 





The annual meeting of the general 
agents and managers of the Title Guar- 
anty & Surety Co. will be held in 
Scranton on October 18 and 19. 





Home Life's 
Prosperous 


Year 


—The fifty-second annual statement of the 
Home Life Insurance Co., of which George 
E. Ide is President, shows that the company 
has enjoyed a most prosperous year in every 
department. The insurance in force on De- 
cember 31, 1911 was $105,047,760, against 
$100,214,968 December 31, 1910—a gain of 
$4,832,792 for the twelve months. Total assets 
of the company are reported at $26,377,420 
as compared with $25,025,299 on December 
31, 1910—the increase for the year thus 
amounting to $1,352,121. After the pay- 
ment of death claims, matured Endowments, 
&c., of $2,810,000, which also includes divi- 
dends to policyholders (more than $484,000), 
and after the addition of over $1,088,000 to 
the reserve fund, the surplus is increased by 
$68,882, and is now $1,863,494, over and 
above the sum of $2,435,269 which is re- 
served for deferred dividends.— 
“The Com’cl & Fin’cl Chron.” 1-27-12. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Acts. 
256 Broadway, New York, N. Y. 








THE 


DUPLEX IDEA 


Is the Latest Insurance Discovery 


The Duplex Policy 








Is 
A DOUBLE BARRELLED TWO IN ONE 
INSURANCE CONTRACT 
AN INNOVATION. BEATS COMPETITION. 
EXCLUSIVE. ATTRACTS. 
GETS INTERVIEWS. BRAND NEW. 


The Only Company Which Has It Is 


THE RELIANCE LIFE INSURANCE CO. 


OF PITTSBURGH 
WRITE FOR INFORMATION. 























UNEXCELLED IN 
Favorable Mortality 


—AND— 
Economy of Management 
THE 


Provident Life 


AND Trust Company 


OF PHILADELPHIA 
Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 
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taining PENN MUTU. 


all members. 





< 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 

AL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEFITS, 
is unsurpassed for net low cost and care of interests of 





THE PENN MUTUAL 


LIFE INSURANCE COMPANY 
OF PHILADELPHIA 
On January 1, 1909, rates be, reduced and values increased to full 
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SYSTEM IN CANVASSING 


ESSENTIAL TO THE BEGINNER. 


Morris Weil of the New York Life, 
Tells How Method Achieves 
Success. 











Morris Weil, Senior Nylic, agents’ 
counselor and charter member of the 
$200,000 Club, in an address to fieldmen 
touched on the value of system, which 
while applicable particularly to new 
men may be absorbed with profit by all, 
says Vice-president Buckner of 'the New 
York Life. ‘Certainly the longer a man 
stays in the business the larger his cir- 
cle of clients becomes and the more 
necessary it is for him to tabulate iu 
some systematic way and keep right up 
to date the salient facts regarding those 
whom he has on the string for insur- 
ance. 

It was Mr. Weil’s experience that one 
of the very best things for life insur- 
ance men to do was to keep a diary, 
or better yet a card index, for ready 
reference in order to lay out the night 
before a proper working plan for the 
following day. He laid particular stress 
upon the value of keeping track of the 
birthdays of individuals, which if fol- 
lowed up would act most wonderfully 
’ in closing business, Get at a man a week 
or two before his age changes. You 
will then have an argument that you 
would not otherwise have. It is easier 
to interest a man, if you can show him 
. that by doing a thing immediately he 
can save money over what it will cost 
if he puts it off beyond a certain time. 

Two other points were brought out 
by Mr. Weil that can be used with 
greater force in this than in any other 
line of work. If you buy a suit of 
clothes, or a house, or a bond, they 
never ask youif you are in good health, 
and it never makes any difference in 
buying any other commodity whether 
you are 40, 45, 50, 56, 60 or 65 years 
old. But in life insurance it is all the 
other way. You are the loser from the 
very moment you start to put it off. 
We charge you, we raise the rates on 
you, and perhaps we won't give you a 
policy at all. 

The value of friends was another 
point. Never permit one who is a friend 
to become unfriendly. Socres and 
scores of men have lost out by allowing 
their business to lapse for the lack of 
friendly interest... Mr. Weil said he 
would go further out of his way to 
prevent a thousand-dollar policy from 
lapsing than to write a $10,000 case. 
There is an old saying: “We are ad- 
vertised by our loving friends,” and the 
system in life insurance can be em- 
ployed to no better purpose than in 
making friends and keeping them. 





LOOKS LIKE A BATTLE ROYAL. 





(Continued from page 2.) 
into in detail by a thoroughly compe- 
tent actuary. 

“Mr. Graham’s report refers to two 
special forms of policy contracts issued 
by the company before or after reor- 
ganization, namely Advisory Board 
Contracts and Increasing Dividend 
Gold Bond Policies. It would seem that 
these last were deferred dividend con- 
tracts and the question naturally arises 
whether a full accounting has been 
made to holders of these contracts and 
all dividends thereto accruing have 
been set aside as a proper liability. 
It would seem from Mr. Graham’s re- 
port that no exact calculation has 
been made of the amounts due to pol- 
icyholders under these two forms of 
contract, but that a sort of arbitrary 
scale has been adopted and payments 
made, which he declares are consider- 
ably in excess of the amount actually 
In this case it seems to us that 
a cause of complaint would lie with the 
other mutual policyholders. If divi- 
dends are too large or too small and 
not determined with strict accuracy an 
injustice is done to some one. 

“As the report of this examination 





shows considerable amounts deposited 
in banks, the question naturally arises 
in view of the fact that the company 


demands cash with application, 
whether any considerable portion of 
these deposits is held to secure pro- 
missory notes made to agents and as- 
signed by them to the company to 
cover the nets. You know that a great 
majority of insurance cases are written 
on credit and comparatively few ap- 
-plicants pay cash when the insurance 
is written. As this company will not 
even permit a policy to issue from the 
office until the agent has paid the net 
to the company, there must be some 
means of handling paper taken by 
agents, and it would be well to know 
whether any of these large deposits in 
banks are used for that purpose. 

“In conclusion we will state that our 
chief interest in this proposed investi- 
gation centers around the transfer from 
the mutual to the stock basis in 1908. 
We got the impression from Mr. Rob- 
ison when we were in Omaha that he 
would object to any examination which 
went back of the history of the pres- 
ent stock company. We have it on 
good authority that he has uniformly 
objected to any such examination. 
While this objection has been os- 
tensibly because of expense of examin- 
ation, we believe he has spent much 
more in warding off the examination 
than it would have cost in the first 
place. 

Would Remove All Doubt. 

“If this period of transition could be 
thoroughly covered by a fearless and 
competent examiner the doubt and sus- 
picion existing in practically every 
State where this company does busi- 
ness would be effectually overcome if 
the report were favorable in this re- 
spect; and if everything is found clean 
and straight the fact that the company 
had submitted to an examination es- 
pecially directed to these points would 
be the greatest advertisement it could 
have. If anything should be found that 
is not strictly in order, then a proper 
means could be discovered to make 
full adjustment. Our purpose in in- 
sisting on the examination is to see 
that full justice is done to the com- 
pany and to all who have any interest 
in it, and that every element of sus- 
picion as to its history and manage- 
ment may be either disproved or re- 
moved, 

“You will readily understand that 
the chief fault with Mr. Graham’s ex- 
amination is his failure to apportion 
the surplus to old assessment members 
and to the increasing dividend policies; 
and it is impossible to determine the 
exact condition of the company with- 
out this data. 

“Yours very truly, 
(Signed) WILLARD DONE.” 


italian Monopoly Takes $100,000,000. 








At the first meeting of the directors 
of the Italian State Life Insurance 
Monopoly, it was announced that most 
of the foreign life companies, includ- 
ing the American companies, had trans- 
ferred their Italian business to the 
Government and that this business 
amounted to $100,000,000 in life insur- 
ance. 

It has been intimated too that the as- 
sociation may consider the commissions 
allowed in North Jersey. 





Over 200,000 members are said to 
have dropped out of the Order of 
Modern Woodmen since the increased 
rates went into effect. 


READ ~ipe— 
THE EASTERN UNDERWRITER 
A Weekly Journal Which Helps the Agent 


PRICE $3 PER YEAR 


Address, 105 WILLIAM STREET 
NEW YORK CITY 
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PHILADELPHIA PREMIUM RETURNS 





Six Months Figures Aggregate Over 
Three Millions—L. & L. & G, 
‘Leads. 





Philadelphia’s fire insurance pre- 
miums for the first six months of 1912 
amounted to $3,188,181, of which 
amount the 180 stock companies wrote 
$2,940,246. The twenty companies do- 
ing the largest business wrote $1,146, 
999, as follows: 


Liverpool & London & Globe.. $106,223 


Royal of Liverpool........... 7,873 
Home of New York.......... 80,740 
Fire Association of Philadel- 

ME Scéuadckhataabeseeses ee 76,508 
Hartford Fire of Hartford.... 72,193 
Pennsylvania Fire .......... 69,017 


National of Hartford......... 66,961 
Insurance Company of North 


MII. 04 cdekenivsccees ess 62,997 
German-American ........... 60,226 
Aetna of. Hartford........... 55,409 
Continental of New York.... 53,173 
German Alliance ........c00. 46,966 


North British & Mercantile... 41,368 
Commercial Union .......... 41,209 
Delaware of Philadelphia..... 38,805 
Phoenix of Hartford......... 37,361 
Scottish Union & ‘National... 34,719 
Pidelity—Phemix ...cccccccces 34,460 
Springfield Fire & Marine.... 34,280 





UNAUTHORIZED INSURANCE. 

The New York Insurance Department, 
which has been conducting an investiga- 
tion of the issuance of Lloyds, London, 
and other unauthorized insurance poli- 
cies, has reached the conclusion that 
legal evidence which will bring about a 
conviction cannot be secured under the 
existing laws. The department will, 
therefore, advocate at the next sessior 
of the Legislature the passage of a new 
law which will properly deal with the 
matter, and will in addition, in some 
way penalize the assured holding poli- 
cies of unauthorized institutions. The 
New York Insurance Department will 
also try to bring about some uniform 
action by the insurance departments of 
all States which will be effective in sup- 
pressing this feature of the business. 
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Incorporated 1851 


BERKSHIRE 
Life Insurance Co. 


PITTSFIELD, MASS. 








W. D. WYMAN, President 


Its policies which are issued 
at low rates, contain 
many liberal 
privileges. 


Correspondence Invited 
W. S. WELD 


Superintendent of Agencies 
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THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 


INSURANCE CO. 
BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 














equitable contract 
FINANCIAL STATEMENT 
Assets Jan. 1,1912..... $58,440, 118.63 
| 63,858,811.65 
I ncsd0000 cocccceese 4,581,306.98 





Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 





EDWARD W. ALLEN, Manager 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, Genera! Agent 
200 Fifth Avenue, New York 











ILLINOIS LIFE INSURANCE CC 


a <7 


CHICAGOS 
GREATEST 
COMPANY 


OLDEST 
IN 
CHICAGO 


LARGEST 
IN 
ILLINOIS 


‘ 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 





“A LIFE PENSION FOR YOU” 





L. G. FOUSE, President 





A new idea in life insurance that 
appeals to self-interest. 
the market to-day. Write for the booklet 


The Fidelity Mutual Life Insurance Gompany 


Best seller in 


PHILADELPHIA 
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OFFICIALS SWAP AMENITIES 


COM. SCHIVELY UNDER ATTACK. 








Washington State Insurance Commis- 
sioner Called Names by One Who 
Wants His Job. 





There is a lively contest on in 
Washington over the office of insur- 
ance commissioner and the present 
incumbent, J. H. Schively, has recently 
been the subject of several vituperative 
attacks by Charles S. Best, of Seattle, 
a member of the State Insurance Code 
Commission who is actively supporting 
H. O. Fishback for the Republican 
nomination as insurance commissioner. 
In one of his criticisms of Insurance 
Commissioner Schively, Best says: 

“Special rulings and peculiar inter- 
pretations of the insurance laws by 
J H. Schively, Insurance Commissioner, 
have enabled the so-called fire insur- 
ance trust, or companies affiliated with 
the San Francisco Board of Fire Un- 
derwriters, to keep insurance rates 25 
per cent. higher than they should be, 
and to collect an extra million dollars 
a year in premiums. 

“Under appointments from Governor 
M. BE. Hay, four other men and myself 
drew up the present insurance code 
and submitted it to the last Legisla- 
ture. Schively opposed us bitterly, and 
fought hard to keep the Legislature 
from passing the bill. We beat him 
overwhelmingly and the code became 
a law, but Schively promptly placed 
his own unique interpretations on its 
provisions, refusing even to ask the 
Attorney General for legal opinions, 
and our work will not’ benefit the 
thousands of people who buy insurance 
unil we get a fair and efficient Insur- 
anze Commissioner to enforce the law.” 

Mr. Best is actively supporting State 
Senator H. O. Fishback for the Repub- 
lican nomination as State Insurance 
Commissioner. His statement against 
Schively was prompted by a circular 
from Schively asking the support of a 
fraternal society on the plea that the 
charges made against him by Fish- 
back, and involved in the Schively im- 
peachment trial, all dated back before 
1908, when Schively took charge of the 
Insurance Commissioner’s office. 

“Schively may have stoped his $200 
flat rate collections after the exposure,” 
says Best, “but it is since March, 1911, 
that his ruling, which has kept fire 
insurance rates 25 per cent. above a 
fair basis, was made. Section 74 of 
the insurance code prepared by our 
commission provides that every insur- 
ance company must file a schedule of 
rates and abide by it. Section 74 pro- 
vides that in case the company wishes 
te use a schedule prepared by a rating 
bureau, it may do so either by filing 
notice that it will use such a schedule, 
or any stated deviation therefrom. 

“Of course the San Francisco Board, 
representing two-thirds of the old line 
companies, promptly filed its schedules. 
Other companies then sought to use 
the rates of this rating bureau, but 
with numerous deviations, as provided 
in Section 74. These deviations were 


ali cuts from the ‘trust rates.’ Here 
is where Schively came in. He ruled 
that the law allowed for a ‘stated 


deviation’ from rating bureau sched- 
ules, but that this meant only one 
deviation, right down the line. In 
other words if an independent company 
wanted to cut the rate on one class 
of builders by 20 per cent., it must 
also cut every other schedule by 20 
per cent. 

“This ruling was absolutely contrary 
to the code, but has been enforced by 
Schively under his technical interpre- 
tation, and rate cutting absolutely pre- 
vented. I think this one ruling is 
enough to disprove Schively’s claim 


to a ‘fine record since he has had entire 
charge of the office.’ If not, the fail- 
ure of three insurance companies in 
this State under his administration 
ought to. If the public knew Schively 
and his much boasted record as insur- 
ance men know it, he would not receive 
a handful of votes. 

“His very audacity in running for re- 
election makes it necessary for some 
one to come forward and tell the truth 
about his administration. Senator 
Fishback, a thoroughly competent and 
honest man, has performed this un- 
pleasant duty, and he will have the 
united support of those who understand 
what a farce Schively has made of the 
Insurance Department of the State of 
Washington.” 





Shows Public Health Service. 





Charts showing how the Metropolitan 
Life does practical work in health con- 
servation, have been set up in Wash- 
ington as a feature of the 15th Inter- 
national Congress on Hygiene and 
Demography. The exhibition of the 
congress open today and-the discus- 
sions of the subjects will continue un- 
til Oct. 4. 

The charts state that the company 
has instituted a nurse service, which 
made 471,328 visits, in 64,8)7 cases dur- 
ing the first six months of 1912. 

Other corporations will exhibit de- 
vices and schemes for their employes’ 
health and comfort. Among _ those 
prominent in insurance circles, who 
will address the congress is Edward 
Bunnell Phelps. 





“In the insurance bus.- 
ness, as in all others, 
much advice ‘is given, 
some solicited and some 
unsolicited, says P. M. 
Russell of The Prudential. The quea- 
tion arises: From whom are we to take 
it? This depends upon the object in 
mind. If we are interested in our- 
selves and the betterment of our busi- 
hess, common sense would teach us 
to take advice from those sucecssful 
in our business; from the man, whe, 
by actual demonstration, has shown he 
is capable and thus in position to give 
it; from the man who is ‘delivering the 
goods’; from the man, who, by his 
leyalty, his efforts and hard work, has 
received advancement, due to the con- 
fidence placed in him and in his ability 
to assume greater responsibilities. 

“In our business you are continually 
confronted by people willing to give 
you advice. Here is where you must 
stop and think. Are they capable of 
so helping you? Many men, who are 
the most willing to give advice, and 
especially if you are a new agent, are 
the failures in our business. They’re 
willing to give you advice on how to 
‘make it go.” But, Mr. Agent, stop—- 
think! Such a one will give you the 
same advice that he followed while he 
was in ‘the business.’ Look at him. 
A failure! Did you ever feel, Mr. 
Agent, a iittle bit ‘ruffled up’ when 
your superintendent or your assistan: 
superintendent pointed out to you 
where you could change your methods 
and make a little more money. Did 
you feel a little ‘sore’ and when you 
left the office, slipped around the cor- 
ner to the ex-man—who now runs a 
‘loan office’ or a newsstand—tell him 
your troubles, and receive ‘consolation’ 
and ‘advice’? 

“Advice given you by successful meu 
is for your good. Be broad enough 
to take it in the spirit it is given. 
Your superintendent, and your assist- 
ant superintendent have your interests 
at heart. Their success depends on 
yours, If you see you are not doing as 
well as your fellow agent, who is mak- 
ing a good record, consult him. He 
will give you some good pointers. He 
has taken advice from those who are 


On Taking 
the Advice 
of Others. 








OPPORTUNITY! 


The New York Agency of the Union Central Life Insurance Company, offers 
to a few life insurance men located in fields where production is limited, an 
opportunity to enter the business in New York City, the’ greatest insurance 
field in the country. Every facility will be given to ambitious and energetic 
men. 
Write to L. L. HOPKINS, General Manager 
1 Madison Avenue, New York City 








FEDERAL LIFE 


Insurance in Force a ~ = $20,000,000.00 
Capital, Surplus and Reserves - 3,000,000.00 


An enterprising, progressive, 12 year old Life Insurance Company issuing all standard forms 
of term, non-participating, annual and deferred dividend policies. 

Accident and Health Department just being inaugurated. 

Exceptional opportunities for men of ability desiring to form PERMANENT conneetions. 


If interested address 
ISAAC MILLER HAMILTON, President 
CHICAGO 











Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President 
CAPITAL $1,000,000 SURPLUS $500,000 


LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 











FOUNDED 1868 


National Life Insurance Company 


Of the United States of America 
ALBERT M. JOHNSON Home Office: 


President National Life Bldg., Chicago 
THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 
Honorable and industrious men with or without experience in Life 
Insurance are solicited as Field Representatives for this Company. 
There are few companies as substantial and none with more desir- 
able contracts for the rightmen. Our policy ontracts are the most 
attractive issued. 
Address all communications to ROBERT D. LAY, Secretary 


The Emblem of Sound Insurance CHICAGO’S OLDEST AND STRONGEST COMPANY 











UNITED STATES ANNUITY AND LIFE INSURANCE COMPANY, CHICAGO, 


SaLlvis G3ZLINN 











OVER EIGHTY PER CENT 


of the Premium Income received in 1910, renewed in 
1911. Business that stays and pays is best for the 
agent and the Company. A clear,fair policy contract 
accomplishes this. 


WRITE HOME OFFICE FOR AGENCY 
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WILLIAM T. SMITH, SECRETARY 








ANNUITY AND LIFE INSURANCE COMPANY, CHICAGO, ILLINOIS, U. &.A- 











A GOOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City. 














successful. Hats off to the successful 
man. Take his advice.” 


Capable agents can get splendid contracts in New York 
City by addressing 


Security Mutual Life Insurance Company 
BINGHAMTON, N. Y. 
C. MERWIN TURNER 


801-2 Dun Building, 290 Broadway NEW YORK, N. Y. 
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INDUSTRIAL DEPARTMENT 











MEDAL TO THE PRUDENTIAL. 





Exhibit of Company Receives Strong 
Commendation At The Dresden 
Exposition. 





President Forrest F. Dryden of the 
Prudential has been notified that his 
company was awarded a commemora- 
tive medal for an exhibit in conneetion 
with the International Exposition of 
Hygiene, in Dresden, in 1911. This ex- 
hibit consisted of a set of graphic 
charts showing the death rates in 
various manufacturing industries and 
the increasing need of safety appliances 
for the prevention of accidents. 

These charts were prepared from 
special study by the Prudential on mat- 
ters affecting the business of life insur- 
ance in coal mining, steel making, spin- 
ning and weaving industries, rallways, 
stone and marble workers and various 
other trades. Charts were also sup- 
plied, showing statistics of deaths from 
various causes in the larger American 
cities during the last thirty-nine years. 

These charts are regarded of vital in- 
terest to employers, workingmen and 
women, students of the safety, health 
and welfare of industrial workers, 
as pointing out the trades and oc- 
cupations where there is the greatest 
need of protection against accident and 
unhealthy conditions. The Prudential 
exhibit has been transferred to the 
Berlin Museum cf Safety, and is the 
first non-German exhibit to form a part 
of its permanent collection of safety 
devices and information bearing on the 
betterment of industrial conditions. 





Do you love work? To 
The Stimulus have asked that ques- 
Of Work. tion during July and 
August might have com- 
pelled the inquirer to seek a place of 
safety, but with the rapidly approach- 
ing Fall and its cool, delightful daye 
there is really an incentive for hard, 
persistent work. However there is a 
difference in work. Is it a pleasure or 
a burden? If the former, then ade- 
quate returns are assured. Vice-pres- 
ident Babler of the International Life 
of St. Louis believes that when un- 
dertaken in the right spirit there is a 
stimulus in hard work. Here is what 
he says:— 

“Not until a man gets a full taste of 
the-stimulus of hard work does he ap- 
preciate the necessity for it—the call 
for it by his entire being. Why, hard, 
conscietious work is the most satisfy- 
ing thing to the human mind in the 
world! There is no joy, no pleasure 
comparable with the feeling that floods 
one’s being after one has successfully 
performed a hard task. And there is 
another feature to work that should 
make us all love it. We find that hard, 
conscientious work is the most satisfy- 
valling into being forces that had been 
unknown to us until we found them in 
work. The really hard task in life is 
that which is always associated with 
poor work—that half-way, slipshod, 
unsystematic, aimless delving beyond 
which so many never advance. No man 
can love his work unless it be well 
done—uniless he knows within himself 
that the best efforts he is capable of 
have been put forth; knows that he 
has acquitted himself well, that he 
shirked nothing, that he has left noth- 
ing undone that might have burnished 
his work, that might have made the 
results appear more rounded, more 
complete, more beautiful. 

“The life insurance agent who has 
never experienced the joy of hard 
work, which means successful work, 
has never written much business. 
There never was a man who fell in 
love with life insurance who failed to 
write a big business, and there never 
was a man who mastered the theory of 
life insurance and got a correct view 











of its far-reaching benefits to society 
who did not fall in love with it. To be 
in love with life insurance is to be a 
good man and 3 successful man.” 


Success in writing or- 
Business dinary that will stick 
That Sticks. depends 99 per cent. 
upon the salesmanship 
and 10 per cent. upon a knowledge of 
the business. Know your rate book; 
know your contracts; but above all, 
know this: Technical knowledge will 
neither find business nor close it. Any 
tellow with a license to sell life insur- 
ance can stand up and tell a man that 
he ought to have protection. Some men 
can eliminate the feeling that “I ought 
io have protection,” and put in its 
place the sense “I want protection—the 
very protection you offer—and I want 
it now.” These men are salesmen. 

In playing for big game, engage your 
prospect’s mind in some line other than 
insurance until you have gotten his at- 
tention and good will, and then drift 
into insurance. You can do this in ten 
minutes. 

When you start the subject of insur- 
ance, show yourself a master of the 
situation, a “workman that needeth 
not to be ashamed.” Your very ability 
will thrill him, awaken in him new cour- 
age and give him a broader and bright- 
er outlook for his own future and at 
the same time will secure for you his 
signature to a $3,000 or a $5,000 con- 
tract, where heretofore he only dared 
to think of $1,000. 

Be  broad-minded. Cut out the 
thought that the world owes me a liv- 
ing. Listen to this: “I owe the world 
a life.” Be a man that men want to 
meet. If a man feels that meeting you 
gives him new strength for the every- 
day duties of life, you will get many an 
interview, many an application, many 
a policy, and in years to come the 
gratitude of many a widow and orphan 
—in short, you will have many a joy 
that cannot be had by the narrow- 
minded man.—Fred S. Graham, Seattle, 
Wash. 

* o 

A once prosperous Mer- 
chant of Minneapolis, 
whom the tides of for- 
tune had left with his 
aged wife in a remote mountain cabin 
of Idaho, shot her, tenderly covered 
her with wild flowers and boughs, and, 
kneeling beside the body, blew his 
brains out. Without knowing anything 
of the history of the case, it doubtless 
is like hundreds of othere—decreasing 
producing ability as the years advance 
with the uncertainty of investments. 
Through circumstances not necessarily 
of his own making this once prosperous 
merchant finds himself at seventy-four 
years of age, destitute with his wife in 
the wilds of the Western mountains, 
A little money judiciously invested in 
life insurance during those prosperous 
days, would have been a complete guar- 
antee of the security and comfort of 
their old age. Doubtless scores of 
times this same ex-merchant had said 
to the approaching life insurance man: 
“No, I don’t need life insurance. I have 
plenty for the protection of myself 
and family. Risk? Oh, I'll take the 
chance!” 


A Tragedy 
of Old Age. 





Metropolitan Makes Big Loan. 





A building loan of $1,400,000 was 
given yesterday by the Metropolitan 
Life Insurance Company to the 40th 
Street Company for a large business 
building to be erected at the northeast 
corner of Park avenue and 40th street, 
New York City, on a plot 98.9x151 feet. 











KEEP POSTED Sy Reading 
THE EASTERN UNDERWRITER 

Each Week-— —- —— 
Subscription $3 Per Annum 








THE 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 


The compan By the People 
—_._ For the People 


The Daily Average of the Company’s 
Business during 1911 was: 


526 per day in Number of Claims Paid. 


6,432 per day in Number of Policies 
Issued and Revived. 

$1,524,268 per day in New Insurance 
Issued and Revived. 

$233,386.44 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$128,468.73 per day in 
Assets. 








Increase of 








METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


JOHN R. HEGEMAN President 








W. L. T. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Secretary 


J. G. WALKER, President 
T. WM. PEMBERTON, Ist Vice-President 


The Life Insurance Company of Virginia 


ORGANIZED 1871 
Home Office - - RICHMOND, VIRGINIA 
OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 
The PIONEER Southern Industrial Life Insurance Company 
Its Policies are clear and definite in their provisions and their values are absolutely 


guarantee 
iid tate hegiina ioedaancaicseail December 31, 1911................------ $7,378,967.24 
a a aCe re: GME MEE cis ssvecesvectevesess 5.975 328.33 
Capital and Surplus vanboedeawhew’ December 31, TDLL.........ccccccccseess 1,403, TY, i 
Insurance in Force................ December 31, 1911....... ....-++++++: 8, yo 87 4 ‘74 
Total Payments to. Policyholders since Organization Ecavceemeccebiveas ees 1,859,251 








INDUSTRIAL INSURANCE 


CUR NEW SALARY AND COMMISSION CONTRACT 


For Agents, offers a splendid opportunity for a few additional men 
who are steady, energetic, and used to earning a substantial living. 


THE UNION LIFE ASSURANCE COMPANY 


H. POLLMAN EVANS, President Head Office, TORONTO 











Offices in 34 Districts between Halifax and Vancouver. 
The enly Company from which may be obtained the SAVINGS BANK 
POLICY, the most I‘beral Industrial Policy 








ROME INSURANCE COMPANY 
ROME, GA. 


J. C. PORTER, Vice-Pres. and Manager 


INDUSTRIAL AGENTS WANTED IN 
GEORGIA AND ALABAMA 














Real Help For The Agent 
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reach one out of every three farmers in Ohio, the 
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will be secured for agents to develop. All your time can be 

devoted to closing business. We can use a few more live 
men—real producers—in this work. 
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GETTING TOGETHER. 


A few weeks ago, a deal was con- 
summated which brought about a 





merger of two North Carolina compa- 
nies and a more recent transaction has 
included a third company. 

In The Eastern Underwriter of last 
week, announcement was made of the 
merger of the South Atlantic Life of 
Richmond and the American National 
Life of Lynchburg, both Virginia cor- 
porations, the title for the merged 
company being “Atlantic Life Insur- 
ance Company.” The old maxim “In 
iInion There i¢ Strength” has with- 
stood any attempt of contradiction thus 
far and will continue to do so for all 
time, and there can be no question that 
the merger of the South Atlantic and 
the American National is a move in 
the right direction. The joint letter 
ef Presidents Strudwick and Taylor 
contains the following: 

“The merged company will be in a 
position not only to discharge every 
expressed obligation under its con- 
tracts, but to further promote every 
interest of the policyholders with the 
utmost justice and integrity. It can, 
by reason of its larger volume of busi- 
ness in force and its increased income 
therefrom, effect greater economies in 
its future management, and develop 
much more rapidly into an institution 
of increasing usefulness to every 
Southern community from which it de- 
rives patronage. * * * With the 
loyal co-operation of such a large body 
of policyholders—embracing many of 
the most prominent and influential 
citizens of this section—we can in a 
few years make the ‘Atlantic’ one of 
the most powerful financial institutions 
in the South, and of inestimable bene- 
fit to our section.” 

The deal will be a success propor- 
tionate with the increased usefulness 
of the greater institution and the econ- 
omies enforced by blending interests 
and the elimination of duplicate ex- 
pense items. From. a personal aco 
quaintance with the officers who will 
have charge of the Atlantic Life, we 
unhesitatingly predict a great future 
for the institution. 


COLLEGE MEN AND LIFE 
INSURANCE. 





The rapid increase in the number of 
college-trained men who are taking up 
agency work in life insurance is strong 
testimony to the opportunities which 
the business offers to young men. Some 
time age the Alumni Association of the 
University of Michigan published sta- 
tistics showing the average earnings of 
about 1,000 of its engineering graduates 
for a series of years after leaving col- 
lege. These figures, together with 
similar data concerning Princeton grad- 
uates, are given below: 


Year. U. of M Princeton. 
| pee - $ 900 3. 706 
_ Seid +++ 1,600 902 
REE ES 1,500 1,198 
ese: -- 1,900 1,651 
G.catasncaka 2,700 2,089 
WM sicidinacueke 2,800 3,808 


Judging by the personal results ac- 
complished by many of the younger 
agents of this Company it is difficult 
for us to believe that tnese young grad- 
uates would not from the first have ex- 
ceeded the above averages in life insur- 
ance agency work. Of course, it is 
necessary to assume that there is an 
inclination for the work and a determi- 
nation to put in six good days’ work 
each week. No man can reach anything 
like a full measure of success who dis- 
likes field work or who does not work 
as hard at it as he would have to work 
at some salaried employment, but grant- 
ing these conditions, the failure of an 
educated young man to earn more than 
the sums stated argues an almost patho- 
logical lack of adaptability. Of course, 
these figures apply to young men of 25 
or less who are just starting in life 
and must not be taken as indicating the 
opportunities offered by life insurance 
to experienced business men. — Field 
Notes. 





FIELD FOR ACTUARIDS. 





Charles Hughes was induced to re- 
sign the management of the Workmen’s 
Compensation Service and Information 
Bureau, because of his belief that a 
more promising field offered in inde- 
pendent actuarial work. The conclu- 
sion of Mr. Hughes would seem to be 
justified, when the rapid development 
of liability and the allied lines of in- 
surance is considered, together with 
the fact that S. H. Wolfe of New York, 
is the only other actuary who has 
given any special attention to the sub- 
ject. 

While life insurance is and has long 
been an exact science, liability insur- 
ance ig still in the evolvtionary process, 
requiring the highest degree of skill in 
tabulation of its data and the drawing 
of proper deductions from the results 
disclosed. 

The most complete information on 
liability insurance to be had in this 
country, is, of course, that appearing on 
the records of the Bureau, but even 
with the data there available placed be- 
fore them, many of the younger men 
in the business are at a loss as to how 
it should be applied. 

Liability company officials have been 
slow to. recognize the need of trained 
actuaries in the business, but with the 
rapid changes that have occurred in re- 


cent years, and the further develop- 
ment that may be expected in the near 
future, it is not too much to predict 
that an actuary will be found upon the 
staff of every well-conducted casualty 
company before many years shall have 
passed, 





SPECIAL AGENT A MISSIONARY. 





Time spent in coaching the agent 
who is ambitious to become an under- 
writer is time well invested. 

In the large offices, too, there is usu- 
ally a young solicitor who admires the 
special’s job; who would like to strive 
for the day when he, too, could hand in 
his card as “Special Agent and Adjust- 
er”; and who would fully appreciate be- 
ing considered worthy of an hour’s at- 
tention by the special. 

This idea also applies to the smaller 
office agent who makes insurance his 
main support, and not a side issue of 
his banking, merchandising or his other 
leading business; his ambition can be 
awakened by picturing a future that 
can be reached by him by industry, 
study and application. 


Impress upon them that when “sur- 
veying” a risk, on which to write a 
policy, they should dig into it with the 
care and thoroughness that the special 
does when “inspecting,” and that if the 
risk is not shown on a map, a diagram 
must be made, drawn to scale or 
marked in feet, showing the building 
and all other buildings, or exposures 
within 100 feet distance in all direc- 
tions; also all streets, creeks or fences 
within that 100 feet limit. 


The survey must also show the class 
of construction: frame, brick, adobe, 
concrete, iron-clad or stone. Inside 
finish: cloth lined, wood ceiled, hard 
finished. Flues: brick, terra-cotta, ce- 
ment, or stove pipe. Roof: shingle, 
shake, dirt, slate, tin, iron, composition 
(shake roofs on any building in which 
fire is used are bad, as they readily 
catch sparks and burn). Occupancy: 
dwelling, store, factory or other class, 
describing the class (dwellings occu- 
pied by men only are poor risks, as a 
woman is needed to watch the stove, 
the lamp and other domestic incendia- 
ries). Values: at cash, not cost to re- 
place, but what the’ property, personal 
or real, would cash for in the current 
market. 


Character of the risk must also be 
considered: Is it paying and wanted 
by the insured, or would the owner be 
more benefitted with coin for the face 
of the policy in his vest pocket, than by 
retaining the property; would he re- 
place the property; Is the risk a nui- 
sance—slaughter house in a growing 
town, dance house in a small town, or 
any other nuisance that could be re- 
moved by fire (if insured) without 
financial injury to the owner? If a fac- 
tory, is it kept clean, paying and not 
overinsured; or, if a store, is it clean, 
paying, sand on floor to absorb oil drip 
and sand in spittoons? In case of 4 
schoolhouse, church or other public 
building, is the janitor careful, furnace 
pipes long distance from wood, with 
asbestor protection; paper not burned 
in the furnace or stove (burning paper 
has a habit of alighting on the roof or 
in the belfry or in the ventilator or on 
the eave troughs and burning the build- 
ing)? 

Values of ordinary buildings can be 
obtained near enough for practical pur- 
poses by interviewing builders on the 
cost of various buildings. Values of 
contents of dwellings can be estimated 
by the number of rooms and the gen- 
eral style of the furniture. The aver- 
age dwelling and contents should have 
about two-thirds of the policy on build- 
ing and one-third on contents; three- 
quarters on building and one-quarter on 
contents would often be safer. Big in- 
surance on contents based on fine cloth- 
ing and fancy jewelry is dangerous. Let 
some other company take that chance. 
—Fireman’s Fund Record. 





OF PERSONAL INTEREST 


Frederick Frelinghuysen, president 
of the Mutual Benefit Life Insurance 
Company was chosen president of the 
New Jersey State Chamber of Com- 
merce, a late organization, the pur- 
pose of which is to create an instru- 
ment to represent the business and 
manufacturing interests of New Jer- 
sey, and a channel for the expression 
of their views and desires. 

Forrest F. Dryden, president of the 
Prudential, and C. W. Feigenspan, 
president of the Commercial Casualty 
Company, are also prominent in the 
movement. 








William Hare, whose appointment as 
associate United States general man- 
ager of the Norwich Union Fire Insur- 
ance Society of London, was a recent 
interesting happening in fire insurance 
circles, hag been connected with the 
Society since his graduation from col- 
lege a few years ago, and it is gener- 
ally understood is being groomed to 
succeed his father, J. Montgomery 
Hare, as sole representative of the cor- 
poration in this country when the latter 
concludes to retire from active business 
life. Young Mr. Hare attends the vari- 
ous managerial gatherings, both in the 
East and West, and while modestly re- 
raining from active participation in 
the proceedings, pays the closest at- 
tention to all that is going on. Though 
the Norwich Union has never been a 
force in the American field the under- 
standing has been that its underwriting 
policy for this country has been too 
minutely laid down by the home man- 
agement, a condition that does not 
make for initiative or especial en- 
thusiasm on the part of its representa- 
tives on this side of the water. 


Artemas R. Roberts, founder, presi- 
dent and actuary of the Amicable Life 
cf Waco, Texas was a visitor to New 
York last week. The Amicable Life has 
erected a building in Waco which looms 
up like a big tower in the Lone Star 
State. While this is a source of pride 
to Mr. Roberts, the “apple of his eye” 
ig the Amicable Life. The Company 
commenced business April 2, 1910 and 
on July 1 of that year had insurance in 
force of $444,000. The growth in vol- 
ume in force may be noted from the 
following: January 1, 1911, $1,986,706; 
July 1, 1911, $4,008,706; January 1, 1912, 
$5,901,206; July 1, 1912, $9,434,956; 
September 1, 1912, $11,103,456. 

Assets have shown an increase none 
the less pronounced. April 2, 1910 the 
company started with $474,657.50; July 
1, 1910, $522,490.63; January 1, 1911, 
$823,258.38; July 1, 1911, $1,050,508.92; 
January 1, 1912, $1,369,388.76; July 1, 
1912, $1,617,055.25; September 1, 1912, 
$1,634,286.01. 

During the first eight months of 1911 
the Company secured applications from 
Texas amounting to $3,275,500 and dur- 
ing the first eight months of this year 
$7,620,000—an increase of 233 per cent. 

To use a Texas expression, “that is 
going some.” 


Among those present at the bankers 
convention held in Detroit last week 
was Mrs. Charles E. Batcheller of 
Fingal, N. D. who is president of a 
bank in that town. Mrs Batcheller also 
conducts an insurance agency. Asked 
as to what she considered the safest 
investment for a woman, she recom- 
mends farm loans. She says farm val- 
ues do not fluctuate like city property 
and hence farm loans do not get away 
trom a woman so easily. In this con- 
nection, quite a few life insurance com- 
panies are putting into practice this 
method of investment. 





F. W. Lawson, United States man- 
ager of the London Guarantee & Ac- 
cident, sailed from New York for Lon. 
don last Saturday on a visit to the 
Company’s head offices. 
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_FIRE INSURANCE DEPARTMENT _ 





HOME HONORS PRESIDENT SNOW. 





(Continued from page 1.) 
sion in a gold traveling toilet set and 
Vice-President E. H. A. Correa in 
presenting it spoke in the highest possi- 
ible terms of the affection in which the 
president is held by his subordinates. 
From the field force of the “Home,” 104 
in number, President Snow Was pre- 
sented with a beautiful gold vase made 
by Tiffany, and accompanying it was a 
vellum testimonial containing the auto- 
graphs of each of the donors. This 
testimonial letter, which was read with 
much interest and appreciation, is re- 
produced below, together with the 
signers. 

From the Official Family. 

Earlier in the day President Snow’s 
fellow officers presented him with a 
beautiful scarfpin containing a fine gray 
pearl surrounded with diamonds and ac- 
companied by the following letter: 

“As your lieutenants and fellow mem- 
bers of the official family of the Home, 
we beg you to receive on this the 
fiftieth anniversary of your connection 
with the company our sincere congratu- 
lations and best wishes for your con- 
tinued health and happiness. 

“We, whose privilege it has been for 
many years to work with you day by 
day, understand better than any one 
else to how great an extent the growth, 
prestige and unparalleled success of the 
Home are due to your persistent, effi- 
cient, unostentatious labors and how 
much of the inspiration all Home men 
feel has come directly from you. 

“With exceptional reason, therefore, 
we felicitate you especially upon your 
record and personal example and teés- 
tify to the qualities in you which have 
developed and stimulated fin your sub- 
ordinates the best that is in them in 
the service of the Home. In many 
ways you have placed us all under ob- 
ligations we cannot hope to repay, but 
we can, and gladly do, offer this tribute 
and recognition and ask that with it 
you will receive the accompanying 
token which we desire you to accept 
with our love. 

“Emmanuel H. A. Correa, vice- 
president; Frederic C. Buswell, vice- 
president; Clarence A. Ludlum, assist- 
ant secretary; Areunah M. Burtis, sec- 
retary; Charles L. Tyner, secretary; 
Henry J. Ferris, assistant secretary.” 

One of Many Tributes. 

Each of the directors in turn made 
an address telling of the sterling char- 
acter of President Snow both in and 
outside of the “Board” room, whose 
qualities as man, associate and execu- 
tive, have made him loved by all who 
have been brought into contact with 
him. - Letters and telegrams in abun- 
dance, many from field men who were 
unable to be present were read.- A 
typical one from H. H. Walker, secre- 






San Francisco Losses 
Amounting to $4,522,905:00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 







office in Liverpool 


ee oe eee 
Losses Pald by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Losses Paid by Baltimore Fire, 1904 


funds largely supplied by hrad 


U.S. Cash Assets, Dec. 31, 1910 $13,784,520.57 
4,48 1,988.60 
3,239,491.00 
1,427,290.00 
1,051,543.00 





tary of the Western Farm Department 
at Chicago, and addressed to George 
A. Clark, New Jersey State Agent, who 
acted as secretary of the gathering, 
was as follows: 
Dear Mr. Clark: 


“I am sorry to say that I shall be un- 
able to be present at the gathering 16th 
inst. at the Waldorf-Astoria. It will be 
an occasion of a lifetime and I much 
desired a chance to hand our good 
friend and president a few verbal flow- 
ers of my own culling. 

“Over forty-six years ago in the old 
office 135 Broadway, I often put my 
elbow on a high desk to look into the 
face of a handsome young man and 
watch the glide of a pen that from that 
day to this has not been excelled for 
accuracy of statement and grace of ex- 
pression. I well remember his happy 
make-up of gentleness and strength, 
and now experience no surprise that he 
marks his fiftieth year in the service 
of the “Home” with the honor and dis- 
tinction of being the Company’s Chief 
Officer. 


“How was it done? Simply enough. 
He started right and kept at it. He 
fronted each day as a man of ability, 
confidence and courage should, carry- 
ing along with him the lessons of ex- 
perience for what they might be worth. 
He wasted no time looking over his 
shoulder or facing the problems in 
front. His program always was mark- 
ed by a quick and unerring intelligence 
and was carried out with ease. A born 
general and a hard worker. No man 
working with him or under him can 
truthfully say that he was not accorded 
and allowed every chance and oppor- 
tunity to succeed; and no man thus 
employed can truthfully say that he 
did not receive and have full credit for 
the results of his efforts. Mr. Snow 
bas earned and is entitled to a pecu- 
liar credit for his considerate and 
patient treatment of those under him. 
He asks, and should, that the employe 
of the company shall be industrious 
and growthful, but without unreason- 
able expectation. 

“‘Hallow the fiftieth year’—so says 
Moses. ‘Celebrate the golden year’— 
so say we, and carrying with us the 
joys of this golden day, we will ‘strike 
the upper track” with freshened hope 
and courage. 

Finally, I offer a toast to the presi- 
dent: May every splendid wish, every 
blessing, and every sunlit bit of glad- 
ness you have wished for others, be 
given to you a thousandfold. 

Very truly yours, 
(Signed) H. H. Walker, 

Secretary. 
The Love Feast. 

C. T. Deatrick Ohio State Agent was 
the toastmaster and around the festive 
board, in addition to President and Mrs. 
Snow, were Vice-Presidents E. H. A. 


Liverpool 


mor ondon 
am Globe 
Insurance Co. 


Correa, and F. C. Buswell; Secretaries 
Areunah M. Burtis and Charles L. 
Tyner; Assistant Secretaries Clarence 
A. Ludlum and Henry J. Ferris. 

Among the members of the Board of 
Directors present were: John H. Flag- 
ler, H. F. Noyes, L. L. Clark, C. N. 
Bliss, Jr., Clarence H. Kelsey, Thomas 
Kent, Lucien N. Warner, John Claflin, 
and William D. Baldwin. 

The field men were represented by: 
Kalford Kreth, general agent Alabama 
and Mississippi; F. A. Wetherbie, gen- 
eral agent Massachusetts; C. T. Deat- 
rick, State Agent Ohio; Walter Scott, 
State Agent Missouri; Frank E. Burk, 
State Agent Western New . York; 
George A. Clark, State Agent New 
Jersey; A. G. Hancock, State Agent 
Maryland; and Howard P. Moore, State 
Agent Eastern New York. 

To all of these gifts, tributes ana 
felicitations, President Snow responded 
at once in a simple and feeling man- 
ner of deep appreciation. 

The letter which accompanies the 
gold vase given by the field force read: 
To 
Elbridge Gerry Snow, Esquire 
President of 
The Home Insurance Company. 

Dear Mr. Snow: 

Believing that the Fiftieth Anniver- 
sary of your connection with The Home 
should not pass unnoticed by us, we de 
sire to offer our congratulations and 
good wishes, and to convey that sense 
of personal obligation to you which 
every one of us feels. 

Knowing the spirit that has pervaded 
all of your work, we realize that the 
most acceptable tribute will be one that 
confesses the force and endurance of 
your example rather than the greatness 
of your achievements. Your quiet, con- 
sistent effort, quick comprehension and 
ready sympathy have inspired us all, 
and your work has builded its own 
monument. 

The pride we have in The Home is a 
part of the life of each of us, and to 
you as the embodiment and type of all 
the Company is and represents we offer 
our devotion and love, and ask you to 
accept as a token of our loyalty to The 
Home and to you, this golden vase filled 
with flowers of’ affection and highest 
respect. Faithfully yours, 

B. H. Addington, W. T. Ager, Frank 
W. Alden, R. L. Alexander, C. H. Andev- 
son, Robert M. August, Elmer B. Bailey, 
J. B. Barnett, Herbert Barr, R. W. Bates, 
BPliiott G. Beardsley, W. F. Benbow, Fred 
D. Blessmeyer, Frank E. Burke, H. G. 
Baswell, W. J. Christie, George A. 
Clarke, John D. Coleman, A. J. Halti- 
wanger, J. J. Heifner, Arnold A. Hepp, 
F. S. Hoskins, C. M. Houseman, C. M. 
Hunt, Harry O. Huth, R. F. James, F. 
L. Joy, A.-M. M. Kirkpatrick, Kalford 
Kreth, Clinton D. Lasher, J. K. Lesch, 
Gilbert Leigh, L. B. Leigh, W. D. Lowry, 
Frank J. McCarthy, F. J. MoFadden, E. 
A. McFarlin, E. S. McKillip, D. D. Mc- 
Larry, Charles J. Magill, Will May, How- 
ard P. Moore, Henry L. Morgan, John 








G. 








CIMICED 





Over $127,000,000.00 


Losses 


HENRY W. EATON, MANAGER 





K. Morrison, F. I. Mosher, L. C. Nichols, 
Roy L. Nicholson, Eugene G. O’Brien, J. 
W. O’Brien, Charles W. Phillips, J. R. 
Phillips, Percy Putnam, John B. Cromer, 
Leon Dargan, O. J. Davis, Dorsey T. 
Davis, Ray Decker, C. T. Deatrick, Rob- 
ert S. Deatrick, F. L. Bastman, A. J. 
Elder, George R. Flood, O. W. Follett, 
C. W. Fort, John C. Fox, C. K. Francis, 
E. E. Gaut, F. M. Griswold, A. G. Han- 
cock, Louis Harding, Charles Quitzow, 
Frank H. Rea, P. J. Robinson, Harry L. 
Roff, Harold Rogers, E. A. Rademacher, 
F. J. Schultze, Benn A. Scott, Walter 
Scott, John J. Sheahan, John M. Shick- 
ley, E. H. Sherley, Charles F. Simmons, 
J. V. N. Simonson, Nelson H. Simmons, 
Benjamin J. Smith, H. P. Smith, James 
S. Suydam, H. Lee Upton, H. W. Wage- 
net, H. H. Walker, John H. Walsh, Jay 
A. Weeks, W. H. Wheeler, Fred Wise, 
F. A. Wetherbee, C. O. Wood, W. O. 
Woodsmall, Howard H. Worthington, A. 
A. Wright, Junius Young, Laurence C. 
Young, M. C. Young, H. M.’ Zimmer, 
comprising the field force of The Home 
Insurance Company. 

The nienu cards were handsomely 
printed on vellum, the first page bearing 
the caption below, the next an excellent 
photograph of President Snow and the 
third the menu. 

1862 1912 
Love-feast in honor of 
Elbridge Gerry Snow, Esquire 
held wpon his completion of 
fifty years in the service of 
The Home Insurance Company 
New York 
on Monday the sixteenth of September 
at The Waldorf-Astoria 


Menu. 
Cantaloupe 
Gombo a la Princesse 
Amontillado Pasado 
Radis Olives Celeri Amandes salees 
Medaillon de bass, sauce corail 


Josephshofer 
Salade de tomates et concombres a la 
Francaise : 
Couronne virginienne aux champignons 
frais 


St. Estephe 
Tournedos d'agneau du 

jardiniere 

Pommes de terre Palestine 
Krug Private Cuvee 
Sorbet botanique 

Pigeonneau desosse, saute sur canape 
Salade de coeurs de laitues a la Russe 

Mousse aux peches, sauce Chantilly 

Petits fours 
Cafe 


printemps, 


Apollinaris 





Pittsburgh Agencies Combine. 





Two well-known and old-established 
Pittsburgh agencies have combined, 
the H. C. Raiber agency and the H. L. 
Ringwald agency, representing several 
companies. Mr. Raiber is manager of 
the Pittsburgh district for the Ger- 
mania Fire. The new firm will be 
known as the Ringwald-Raiber Co. 







Paid in the United States 






W. HOYT, DEPUTY MANAGER 


J. B. KREMER ASST. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


New YORK OFFICE 
45 William St. 
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PROBLEMS FOR JERSEY AGENT 


LEGISLATION TO BE DISCUSSED. 








Semi-Annual Meeting of State Asso- 
ciation to be Given Over Largely 
tc Outlining Winter Campaign. 





Discussion at the semi-annual meet- 
ing of the New Jersey Association of 
Fire Underwriters, to be held at the 
Hotel Tramore, Atlantic City, to-day, 
will center largely upon legislation 
which the agents feel it would be well 
to have adopted as a means for set- 
tling some of the evils affecting the 
conduct of their business, and which 
apparently can be cured in no other 
way. 

The New Jersey Association under 
the progressive administration of 
President Appleby and _ Secretary 
Meeker has taken forward rank among 
organizations of its kind, and has been 
of pronounced benefit to the local men 
of the State. 

Last season it prepared and secured 
the adoption by the State legislature of 
a number of measures of distinct ad- 
vantage to both property-owners and 
underwriters, while at the same time 
encompassing the defeat of several 
bills of a most vicious nature. For 
the attainment of their purpose the offi- 
cers of the Association, with the co-op- 
eration of a number of thelr fellow 
members gave freely of their time and 
talents and are entitled to the highest 
measure of praise therefor. 

At the present time the New Jersey 
Association boasts an active member- 
ship of one hundred and sixty-five local 
agents. Considering the advantages to 
be derived from membership the en- 
rollment of the organization should be 
at least one thousand. 

Attendants at the gathering today 
will be entertained by the Atlantic City 
agents, who in times past have proven 
themselves admirable hosts. 





FIRE DEPARTMENT BUDGET. 
Commissioner Johnson Asks for Appro- 
priation of $11,299.157—1,000 New 
Men to be Added. 








In his statement to the Board of 
Estimate of New York City on the 
budget of the Fire Department, Commis- 
sioner Johnson asks for an appropria- 
tion of $11,299,157.40 for the depart- 
ment in 1913. The Board of Estimate 
allowed $8,637,365.55 for 1912, when 
$12,341,680.04 was asked for. 


According to ‘Commissioner Johnsor, | 
the appropriation are | 
One of the new | 
items in the budget is $1,249,900 for | 
the addition of 1,005 men to the uni- | 
Request is | 
made for $703,000 for salary increases | 
for the uniformed men from the deputy | 
The | 
addition of 1,005 uniformed men follows | 


increases in 
necessary this year. 


formed fire-fighting force. 


chiefs to the third-grade firemen. 


the erection of forty-two new fire 
houses,twenty-one of which are practi- 
cally completed. 

The total amount asked in salaries 
to go with new civilian positions and 
in salary increases for present civilian 
employes is $435,734.55. When this is 
added to the $1,952,900 requested for 
the additional 1,005 uniformed men, the 
total increase in salaries over 1912 
comes to $2,388,634.55. The increase in 
the number of men, both uniformed and 
civilian, is 1,286, which would make the 
total employes of the department in all 
its branches 6,407. 

Commissioner Johnson asks that his 
own salary be increased from $7,500 to 
$12,000. The commissioner argues that 
$7,500 is little for a position to which 
the expenditure of $11,000,000 a year is 
entrusted. The same increase was 'é- 
quested last year, but not acted upon, 

The unprecedented growth of the 


city calls for a corresponding enlarge 
ment of the fire department. The 
commissioner points out that the thou- 
sand new firemen needed exceeds the 
combined fire forces of Washington 








and Buffalo, and also greater than the 
combined forces of Rochester, Denver, 
Kansas City and Toledo. Boston has 
less men than this proposed addition. 

The proposed increase would make 
the uniformed force of this city 5,429 
men. 

The estimate makes provision for 
three new deputy chiefs, one of them 
to command the marine division; three 
new battalion chiefs, 47 captains, 82 
lieutenants, 74 engineers and five 
pilots. 

The amount required for supplies is 
$1,180,760. This includes the neces- 
saries for the new fire houses. 

There are 19 pieces of fire-fighting 
apparatus of the automobile type. It is 
contemplated to add 87 more pieces be- 
fore next summer. The contracts for 
most of these machines have been 
awarded. A new fireboat is also to be 
added. 

The commissioner asks for $5,000 to 
employ outside detectives to get evi- 
dence against firebugs, as he thinks 
they could more easily get the neces- 
sary evidence for prosecution in the 
courts than the investigators in the 
fire -marshal’s office, who are well 
known to many people. Additional 
blasting inspectors also are needed, he 
says. 

The commissioner suggests that the 
salary of the fire commissioner should 
be $12,000 a year instead of $7,500 as 
at present. He doesn’t think he could 
get the increase himself, but his suc- 
cessor ought to have the bigger salary 
for the heavy duties of the office in 
protecting from fire 5,000,000 lives and 
$7,500,000,000 of property. 





Would Arrest Mutual Officers. 





Insurance Commissioner Henry of 
Mississippi has threatened with arrest 
the officers of the Farmers’ Mutual Fire 
which formerly operated in that State, 
but which hastily withdrew when a law 
was passed requiring such concerns to 
report to the Insurance Department. 
Any business it now has in the State 
is now contrary to law and invalid. 





Extending Operations. 

The Vulcan Fire of New York, is 

planning to extend its agency system 

in \New York, New Jersey, Pennsyl- 
vania and Massachusetts. 


WORRIED ABOUT LOUISIANA. 





Company Managers Discuss Opera- 
tions of New Law—Attorneys 
Make Suggestion. 





Louisiana’s new law providing that 
future fire insurance rates in the State 
be based upon cost plus a fair profit, 
formed the subject of prolonged dis- 
cussion at a gathering of company offi- 
cials and prominent southern general 
agents in New York city several days 
ago. 

The statute, which is credited with 
being more drastic in its terms than 
any other anti-compact law in the 
country, bars under severe penalty, the 
use of tariffs prepared either by the 
companies acting concertedly or issued 
py independent rating bureaus, and de- 
Glares that the only rates permissible 
are those based upon the cost of domg 
business in-the State. 

It was suggested to the underwriters 
by a firm of attorneys that the exper- 
ience in Louisiana for a series of years 
be used and an average be secured 
therefrom to which a flat increase 
would be added, 

None of the propositions put forward 
seemed to meet the situation and the 
subjoined resolution was i finally 
adopted: 

“It is the sense of this meeting that 
it is inexpedient to liquidate the Louis- 
iana Fire Prevention Bureau at this 
time, and it hereby authorizes the 
chairman to appoint a committee of 
seven to consider upon what basis and 
form of operation the bureau can be 
maintained without violation of the ex- 
isting laws of the State of Louisiana 
with power to take legal advice. Said 
committee to report back to the com- 
panies called to this meeting as soon 
as it is ready to report.” 

Membership upon the committee, it 
is anticipated will be made up of two or 
three company executives from the 
North, their associates to be general 
agents in the South who are in close 
touch with the situation and know the 
temper of the men with whom they 
have to deal. 

While the great bulk of Louisiana 
premiums comes from New Orleans; 
Shreveport and one or two other towns 
yield substantial revenues. The rice 
and sugar industries are of growing im- 
portance, and the business contributes 
a good aggregate income to the fire in- 
surance companies. Of recent years 








CLARENCE A. KROUSE & COMPANY 
GENERAL INSURANCE AGENTS 





Lumber of N. Y. 
Peoples National 


Continental 

Firemens, N. J. 

Granite State 

Jefferson, Pa. 

Peoples National 

St. Paul Fire and Marine 
Teutonia, Pa. 

National Ben Franklin 





Pennsylvania—New Jersey 


325 Walnut treet, Philadelphia, Pa. 
AND 
Haddonfield, New Jersey 


Representing the following companies for Philadelphia 


EASTERN PENNSYLVANIA AND SOUTHERN .NEW JERSEY 


‘General Agents Commercial Casualty Co. of Newark 


ST. PAUL FIRE AND MARINE AGENCY FOR AUTOMOBILE FLOATING POLICES 


Ben Franklin 
Central Union 


Concordia 

Lumber, N. Y. 

Franklin, Pa. 

Central Union 

Citizens 

Phoenix, of Hartford 
Springfield Fire and Marine 
Western of Pittsburgh 











Louisiana business has been profitable, 
though the figures would shrink con- 


‘siderably if the period considered were 


made to embrace the New Orleans con- 
flagration. 

Since the above was in type Chair- 
man Rees of the Conference companies 
appointed the following committee 
to consider upon what basis and form 
of operation the Bureau can be main- 
tained Without violation of the exist- 
ing laws of the State: Milton Dargan, 
manager of the Southern department 
of the Royal, chairman; Frank Lock, 
manager of the Atlas Assurance of 
London; Clarence F. Low, manager of 
the Southern department of the Liver- 
pool & London & Globe; S. Y. Tupper, 
manager Southern department, of the 
Queen of America; H. A. Smith, vice- 
president of the National Fire of Hart- 
ford; Charles H. Coffin, assistant secre- 
tary of the German American, and 
Henry E. Rees, vice-president of the 
Aetna of Hartford. The committee will 
meet in New Orleans the week begin- 
ning September 30 at such time and 
place as may be designated by the 
chairman. 





LOOSE COTTON CAUSED FIRE. 





New Bedford Mill Loss Attributed to 
Rapid Spread Caused by Open Bins 
of Cotton. 





An inspector who was sent to make 
an investigation of the fire in the plant 
of the New Bedford Cotton Mills Co. 
places the cause on the loose cotton 
kept in bins. He says: 

“Fire occurred in the picker room 
of No. 1 Main Mill, due, probably to 
matches. Fire was first seen in one 
of the bins; but as the apron is burned 


in the bale breaker, the fire undoubtedly 
started there and passed up and over 
the bins on the conveyor, and probably 
dropped from the horizontal conveyor 
into the other bins, as all six were 
on fire. The bin where the fire orig- 
inated had no back, so that the fire 
spread over the north half of the room, 
which contained some forty bales of 
opened cotton. The smoke became so 
dense that the employes had to run 
from the room, but the fire was ex- 
tinguished mainly by the opening of 
nine sprinklers, which operated prompt- 
ly. The cotton was removed to the 
yard, where two large hose streams 
were put in service, and a considerable 
quantity of the cotton in which it was 
thought there was no fire was separ- 
ated from that which was badly burned. 
Later, fine appeared in +Ahis cotton, 
and to such an extent that it also was 
thrown out with the rest. About eighty 
bales of open cotton and two hundred 
and twenty-five laps were burned. The 
trouble arose from the large amount 
of open cotton in open bins and on the 
floor. If the bins remain they should 
be made fire-tight on all sides and be 
provided with- doors, all to be kept 
closed except the door of the bin in 
use,” 





New York Insurance Society. 





The following speakers are scheduled 
to address the New York Insurance 
Society: 


Richard A. Deming, vice-president, 
American Society Co., on “Fidelity and 
Surety Bonds.” George’ Richards, 
author of “Richards on Insurance,” on 
“The Doctrine of Subrogation and Its 
Practical Application to Insurance,” 
Nov. 26; Louis 'N. Deniston, agency in- 
structor of the Travelers’ of Hartford, 
April 8; Frederick T. Case, attorney, 
on “Some Popular Fallacies Regarding 
the Liability of Brokers and Agents for 
Premiums Collected,” Feb. 17; Claude 
E. Seattergood, assistant secretary of 
the Fidelity & Casualty on “Statistics,” 
April 7; Everett U. Crosby, of Henry 
W. Brown & Co., on “The Early His- 
tory of the Restricted Sprinkler Sched- 
ule,” March 11. 
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UNIFORM BLANKS PREPARED 


ALL ARE ‘TYPEWRITER FORMS. 


Policy and Original and Duplicate Daily 
Report May be Manifolded To- 
gether On Machine. 











The Uniform Blank Committee of the 
National Association of Local Fire In- 
surance Agents has completed the work 
of drafting uniform blanks and these 
are now being placed in the hands of 
the companies with the strong recom- 
merdation of the committee that they 
be adopted for use in all States possible. 
All of the blanks are designed for use 
on the typewriter and the spacing of 
lines conforms to the standard gener- 
ally in use. Some States already have 
standard typewriter policy forms and 
with these the blanks recommended 
will not conflict. In fact, the fire policy 
recommended its the New York Stand- 
ard Form, which is made mandatory in 
New York. 

A special effort was made in pre 
paring the forms to prevent a duplica- 
tion of effort and with these forms the 
policy, daily report and duplicate daily 
report are to be manifolded together 
on the typewriter, all blank lines being 
properly spaced for that purpose. The 
fire being the New York Standard form, 
suitable changes in the wording will be 
required in adapting it for use in other 
states having standard policy laws and 
by those New York companies which 
operate under the Safety Fund law of 
that state. In three or four states a 
typewriter form of policy is prohibited. 
Features of the policy are the ample 
space allowed for the name of the as- 
sured, clear and orderly arrangement 
ot dates of commencement and expira- 
tion and wide margin at the bottom of 
the page allowing the date of counter- 
signature to be written on the type- 
writer. At the right hand side at the 
top of the policy is a blank line cor- 
responding to the place for the number 
of the policy to appear on the daily 
report. The same general arrangement 
throughout is recommended for the 
dwelling house and tornado policies. 

The daily report provides for all the 
information required by any considera- 
ble number of companies and there is 
in addition a space providing for 
further information should the com- 
pany desire it. The questions are more 
numerous than required by most com- 
panies, but the committee thought that 


it could more easily get the co- 
operation from all companies by provid- 
ing for full information. 


The daily report may be filed in the 
usual vertical files now in general use, 
the policy number being perfectly ac- 
cessible when so ‘filled. 


Accountancy Forms. 

There are two sets of accounts cur- 
rent provided, a large and a small 
blank for graded commission agencies 
and also a large and small blank for 
flat commission agencies. Both hori- 
zontal and vertical rulings are correctly 
spaced for typewriter use, the writing 
line not exceeding 71% inches in length. 
There is a blank column provided for 
those few companies that wish to clas- 
sify their tornado premiums separate 
from the fire premiums. The account 
current is printed in copying ink. There 
is also a separate tornado policy and 
an endorsement form among the uni- 
form blanks recommended. 

The Uniform Blank Committee sends 
out with the blanks a letter in which it 
says: 

Freeport, Ill., Sept. 14, 1912. 
“Eastern Underwriter, New York ‘City. 
“Gentlemen. 

“The matter of Uniform Blanks has 
long been in the hands of a sgsub- 
committee consisting of Mr. E. H. A. 
Correa, vice-president of the Home In- 
surance Company of New York, Mr. 
Henry Evans, president of the Conti- 
nental Insurance Company, and Mr. C. 


F, Hildreth of Freeport, Illionis, chair- 
man of the Committee on Uniform 
Blanks of this Association. 

“The sub-committee has made an ex- 
haustive study of the blanks now in 
use and has given its unanimous ap- 
proval to the forms herewith submitted, 
which have been subjected to the mosi 
careful tests of their fitness. 

“These blanks, all of which are 
adapted for use on the ordinary type- 
writer, consist of: 

“Fire Policy and Daily Report. 

“Tornado Policy and Daily Report. 

“Account Current Blank, Graded Com- 
mission (two sizes). 

“Account Current Blank, Flat Com- 
nission (two sizes). 

“Endorsement Blank. 

“It is not contended that any of these 
blanks is superior to the corresponding 
blank of some one or More companies; 
but it is believed that they are thor- 
oughly practicable in every way; that 
they provide for all the data required; 
and that they conform as closely as 
practicable to the average general use- 
age now in vogue. 

“We fully realize that the Standardi- 
zation of Company Planks requires 
mutual concession al] along the line, 
but we believe that the time for such 
Standardization has now come, and that 
the companies in general may properly 
be asked to make whatever of indi- 
vidual sacrifice is required in the adop- 
tion of these blanks. 

“We think it well tc add that the com- 
mittee has all along believed that this 
is a work that might very properly 
have emanated from the companies 
themselves, but as none of the com- 
panies or company associations seemed 
ready to act, and as the agents were 
the chief sufferers by the lack of uni- 
formity, we were not unwilling to act 
oa the suggestion of the Joint Confer- 
ence Committee by taking the lead in 
this much needed reform. 

“We sincerely hope that you will see 
your way clear to the adoption of these 
forms as rapidly as stock on hand will 
permit. 

“May we ask for an expression ad- 
dressed to Mr. C, F. Hildreth, chairman 
of the committee, at Freeport, Illinois. 

Yours very truly, 
C. F. Hildreth, chairman, 
Paul B. Gaylord, 
James P. Thomson, 
Lyman M. Drake, 
Committee on Uniform Blanks. 





Indianapolis Studies Building Code. 





The Public Safety Committee of In- 
dianapolis has been conducting hear- 
ings on the matter of the pending build- 
ing code and one of those to appear be- 
fore the body was ira H. Woolson, an 
engineer for the ‘National Board of Fire 
Underwriters. Mr. Woolson urged that 
the height of office, factory, warehouse 
and all mercantile buildings be limited 
to two hundred feet, as contemplated 
in the pending ordinance incorporating 
a new code; that the area between fire 
walls be restricted; that division fire 
partitions be provided where there are 
a large number of persons employed; 
that automatic sprinkling systems and 
standpipes be required and that stair- 
ways and elevators be enclosed with 
fireproof material. 





Conference Publicity Plans. 





The plans of the new Bureau of Pub- 
licity of the Detroit Conference were 
developed further at a meeting held in 
Detroit last week. Chauncey S. S. 
Miller, secretary of the bureau, will 
have charge of the work, having re- 
signed his connection with the Con- 
tinental Casualty Co. as assistant to 
President Alexander. 





The Southwestern Surety Co. is now 
located in its new home office building, 
which is the principal office building in 
Denison, Texas. 














Capital Stock ~ 
Liabilities - - 
Special Reserve Fund 
Net Surplus ~ 


Total Assets 


C. E. Sheldon, V. Pres’t. 





FIRE & TORNADO INSURANCE 


American of Newark 


Chartered in 184€ 


P. L. Hoadley, President 


F. Hoadley, Asst, Sec’y. 


$1,000,000.00 
5,081,886.03 
300,000.00 
2,962,548.52 


$9,344,434.55 


C. W. Bailey, Seo’y. 


























BUY UNITED AMERICAN FIRE 


WILL 





INTEREST NEW CAPITAL. 





The Gardners of Bloomington, Ill., Se- 
cure Control from President Karel 
—Continues at Milwaukee. 

A deal was closed last week by which 
financial interests represented by W. S. 
Gardner, and H. C. Gardner, local agents 
at Bloomington, Ill, have bought the 
controlling interest in the stock of the 
United American Fire of Milwaukee. 
Other capital will be interested at once, 
and it is the intention to imcrease the 
capital of the Company from $100,000 
to $200,000 by the first of the year and 
later will further strengthen the Com- 
pany’s finances and make it a bigger 

factor in the agency field. 

The stock sold was the property of 
President L. A. Karel, who still retains 
an important interest and will remain at 
the head of the Company at least until 
the end of the present year. The other 
officers continue with the Company and 
it will remain at Milwaukee. 

The change is of much interest as 
being in line with the development and 
strengthening of the smaller companies 
of the West, to meet the present strenu- 
ous competition for business. The 
United American has had a profitable 
year thus far and its semi-annual state- 
ment makes a good showing. 








STOCKHOLDERS TO MEET. 





Action to Be Taken Regarding Merger 
of Williamsburg City With 
Empire City. 





Stockholders of the Williamsburg City 
and the Empire City Fire Insurance 
Companies, both of New York, will meet 
on October 15 to consider the merger 
of the two corporations, strongly recom- 
mended by their respective directorates 
some weeks ago. That the amalgama- 
tion will be endorsed is a foregone con- 
clusion. 





Southern Manager of Home. 





In succession to the late Alexander T. 
Lumby, W. L. Dennis has been appoint- 
ed manager of the Southern department 
of the Home Insurance Company at ite 
head office. Mr. Denmis had been Mr. 
Lumby’s chief lieutenant for some years, 
prior to which he was connected with 
the Southern general agency of the In- 
surance Company of North America. He 
is an able young underwriter, as his ad- 
vaneement to his present responsible 
post best attests. 





H. C. Stockdell Dead. 


H. C. Stockdell, secretary of the 
Columbia Fire Insurance Co. of Athens, 
Ga., died last week. Mr. Stockdell was 
for many years Southern general agent 
for the Phenix of Brooklyn and was one 
of the best known figures in Southern 
fire underwriting circles. 











GERMANIA 


FIRE INSURANCE COMPANY 
NEW YORK 


ORGANIZED 1859 








Statement, January 1, 1912 


Cash Capital..... $1,000,000.00 
Assets........... 6,852,645.96 
Net Surplus... 2,289,631.94 
Surplus for Policy 

Holders ....... 3,289,631.94 





HEAD OFFICE 
Cor. William & Cedar Streets 








For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4,820,678.00 
Cash Surplus to Policy 
Holders - - - 2,288,079.00 


The real strength of an insurance company is in 
the conservatism of its management, and the man- 
agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 

R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec’y 
WILLIAM MORRISON - Asst. Sec'’y 
JAMES W.HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 














WESTERN ano 
ATLANTIC FIRE 


INSURANCE CO. 
NASHVILLE, TENN. 
CAPITAL - - - - - $200,000.00 
WET SURPLUS - - - $122,760.50 


H. H. RIMINGTON, Manager 


C. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 


OPERATING IN 
Pennsylvania, Obio, Maryland, Virginia, West 
Virginia, Tennessee, Kentucky, Alabama, 
Louisiana, Indiana, Illinois and Colorado 
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GRADED COMMISSION PROBLEM 


KIERNAN CRITICISES OPINIONS. 





Albany Agent Says They Are Not 
Based On Exact Knowledge and 
Gives Figures. 





Peter D. Kiernan, of Rose & Kiernan, 
Albany, IN. Y., contributes a spirited 
reply to the opinions that have been 
given in the discussion of the graded 
commission question in the Journal of 
Commerce. Mr. Kiernan knows where- 
of he speaks, because he was engaged 
in the preparation of statistics for the 
purpose of ascertaining the exact cost 
of policies of different classes in 
Albany, and he points out that this ex- 
pense feature is a very material ele- 
ment in the question of whether or not 
a given commission or scale is just and 
adequate. Mr. Kiernan says: 

“I intended to refrain from taking part 
in the discussion regarding the Ccom- 
mission question, but I cannot resist 
the temptation any longer, and in order 
to make the issue clear at the outset, 
I disagree with everyone that has con- 
tributed anything on the subject up to 
this time. I am tired of hearing insur- 
ance commissioners and insurance 
managers assert that a commission of 
15 per cent. or 25 per cent. is or is not 
excessive. They are only making an 
arbitrary statement which is not based 
on exact knowledge. I believe it will 
be conceded that the value of the 
agent’s service is measured in a large 
degree by the costs which the agent 
has to meet in order to give the re- 
quired service, and I have looked in 
vain for any analysis of this cost. 

“We have a representative agency in 
this city, and I believe that our ex- 
perience will be similar to the average 
agent. Last year we issued 3,000 poll- 
cies, covering on dwellings. Out of 
this number 1,250 represented a pre- 
mium of $5 per policy or less, the 
average being $3.50. Our average net 
commission was 51 per cent., so that 
we obtained 521% cents commission on 
each of these policies, but it cost us 
in office and clerical expenses $1 for 
each policy we issued, so that we lost 
47% cents on each of these policies. 
I have found upon investigation that 
most of the leading agencies have a 
policy cost equally as high as ours. Is 
there any reason or obligation on our 
part, either to the assured or to the 
State, that compels us to transact this 
business at a loss? 

“We have made a bugbear of the 
commission percentage question, as if 
there was something sacred about 
some given standard and any variation 
from that standard was an imposition 
on the public, and this has been large- 
ly due to the fact that there has been 
no earnest effort to determine agency 
cost. A newsboy selling newspapers in 
New York city buys his paper for %- 
cent and sells it at 1 cent, an advance 
of 100 per cent. That same newspaper 
is transported to Albany and sold for 
2 cents, an advance of 100 per cent., to 
cover transportation charges, and yet 
no one deems these percentages exces- 
sive. An agent doing a business of 
$500 in premiums one year and second 
year doing $1,000 in premiums, has in- 
creased his business 100 per cent. In 
each of these cases I have cited the 
percentage sounds big but amounts to 
little. 

“The vegetables we use on our table 
bear a percentage advance of from 50 
per cent. to 300 per cent. over the 
amount the farmer receives, yet when 
we analyze the reasons we find that 
these costs are due to conditions, but 
an effort is apparently being made to 
settle the question of agents’ commis- 
sions by some arbitrary standard, with- 
out any such knowledge. In all the 
modern industrial plants they are ap- 
plying scientific management, the first 
principal of which is to determine costs 
and after that is determined they are 
in an intelligent position to try and 








create a condition that will lower costs 
and yet maintain efficiency value. 

“I do not believe that we should be 
frightened by great names of either in- 
surance commissioners or insurance 
companies. Their arbitrary statements 
are simply a result of rule-of-thumb 
methods and not .due to the study of 
fundamental conditions that create 
costs, and until that is known it is idle 
to discuss the question as to whether 
a given commission is or is not a 
proper compensation to agents and one 
that can be justified to the public.” 





“REPUTATION OF THE HIGHEST.” 





Yorkshire of England Favorably Re- 
garded Wherever Company Does 
Business. 





A high tribute to the worth of the 
Yorkshire of England is paid the Com- 
pany by one of the foremost British 
insurance journals. From the review in 
question we quote the following: 


“Just now the affairs of the York- 
shire Insurance Company, Ltd., are at- 
tracting considerable attention, owing 
to the decision of the directors to es- 
tablish direct business relations with 
the inhabitants of the United States. 
Hitherto, this fine old company, which 
was founded in the year 1824, and is 
therefore very nearly a nonagenarian, 
has merely accepted American surplus 
lines of the very soundest description, 
but it has now been determined to 
make the necessary deposits in the 
various States and open a _ United 
States branch office. The step is a 
bold one, but it is justified by the posi- 
tion which has been won by hard and 
conscientious work during the last few 
years. The ‘Yorkshire’ is no longer a 
small office. Its latest accounts, made 
up as at December 31, 1919, disclose 
assets approximating to three million 
pounds sterling, and conditions of gen- 
eral stability which were simply ad- 
mirable. An all-round sounder office 
does not, as a fact, exist, and the man- 
agement in all departments is excel- 
lent. As a fire office, it is already 
widely known, and its reputation is of 
the highest. For some considerable 
time past business has been transacted 
in Australia, New Zealand, South 
Africa, India, France, Germany and 
Japan, and quite recently the important 
Canadian field was invaded, an office 
being established at Montreal, and a 
local board, comprised of well known 
men, formed. Extension to the United 
States may be regarded, indeed, as the 
natural sequence to that most import- 
ant departure. Parts of Canada and 
the United States are very closely con- 
nected, so far as business is concerned, 
and a company which enters either 
field must find itself irresistibly im- 
pelled to extend the sphere of its oper- 
ations to the other side of the bound- 
ary line.” 

Frank and Du Bois of New York, are 
the United States managers of the 
Yorkshire. 





REINSURES TERM BUSINESS. 





Michigan Commercial Makes Deal 
With Western Assurance Covering 
Part of its Risks. 





The Michigan Commercial Insurance 
Company of Lansing, Mich., has rein- 
ured a part of its term business in the 
Western Assurance Company of 
Toronto. This transaction materially 
strengthens the financial position of the 
Michigan Commercial, leaving it with 
approximately $900,000 assets, $400,000 
capital and $150,000 surplus. In this 
deal the Western of Toronto acquires 
no rights to the renewals or expira- 
tions, and the agency business of the 
Michigan Commercial will proceed as 
usual. 





An interesting program for the forth- 
coming annual meeting of the Fire Un- 
derwriters Association of the Northwest 
has been issued. 





THE aes * a: INSURANCE COMPANY nau BY THE 
E OF NEW JERSEY (Chartered 181 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 





RSS Aen ete Mee eo, See ..$1,876,593.29 
SAINTE DLA AAI Fe 500,000.00 
SURPLUS TO POLICYHOLDERS.......... $1,359,881.30 





Responsible Agents wanted in Cities and Towns where 
Company is not now represented 
EDGAR J. HAYNES, Jr., Pres. THOMAS L. FARQUHAR, Secy. 








THE MONONGAHELA UNDERWRITERS 


Created to protect the business and agents of the MONONGAHELA INSURANCE COMPANY, established 
1854 when that Company was absorbed by the AMERICAN UNION FIRE INSURANCE COMPANY 


THE PITTSBURGH FIRE INSURANCE COMPANY 


Established 1851 Of PITTSBURGH, PENNA. 


THE GERMAN FIRE INSURANCE COMPANY 


Established 1867 of WHEELING _W. _VA. 


EASTERN DEPARTMENT 
Manhattan Life Building, Philadelphia, Penna. 


The well established record of this office for promptness and fairness will be maintained, and our 
facilities are better now than ever before. 


FRANK C. STURTEVANT, Manager 




















LOGUE BROTHERS & CoO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 


MICHIGAN COMMERCIAL INSURANCE CO. 

CALIFORNIA INSURANCE CO. 

VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 








SVEA FIRE AND LIFE INS. CO., limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. S. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 








Calumet Insurance Company 
CHICAGO 








T. A. DUFFEY 
INSURANCE 


84 WILLIAM STREET $3 33 $3 $3 $s 


Lines BOUND and WRITTEN in Excellent Companies 
throughout United States, Canada, Mexico and Cuba 


NEW YORK 




















WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 


REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA. 
CAMDEN FIRE INSURANCE ASS'N, OF N. J. 
GEORGIA HOME INSURANGE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE iNSURANCE GO., of Onle 


100 WILLIAM STREET - « = - New York 
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REED’S RESIGNATION FILED 


M’G’R. 





AS SUBURBAN EXCHANGE 





Henry Hess His Probable Successor— 
Problems in Field for New Admin- 
istration to Solve. 





Confirmation cf the rumors that have 
been current for some weeks past as 
‘to the intended retirement of S. A. 
Reed from the service of the Subur- 
ban Fire Insurance Exchange, was had 
some days ago when Mr. Reed formally 
resigned as secretary and manager of 
the organization, effective January 1, 
next, 

Henry E. Hess, the long-time man- 
ager of the New York Fire Insurance 
Exchange and still later vice-president 
of the Fidelity-Phenix Fire Insurance 
Company is talked of as Mr. Reed’s 
successor, the selection of which wa» 
left to a special committee of the Ex- 
change made up of the following: Pres- 
ident L. F. Goule, Germania; G. W. 
Kear, New York Underwriters Agency; 
C. W. Sparks, London Assurance and 
Wallace Reid and John H. Kelly agents. 

Mr. Reed has been manager of the 
Suburban Fire Insurance Exchange 
ever since its formation, and has shown 
good business judgment in the handling 
of its complicated affairs. A man of 
independent means he might easily 
withdraw from active business life if 
he cared to. He plans, however, to keep 
at work and will have more or less to 
do with fire insurance matters after his 
retirement from the association. 

In the twelve years of his manage- 
ment of the New York Fire Insurance 
Exchange, Mr. Hess, whe was “the 
first, last and only choice” of the com- 
mittee named to secure an occupant for 
the position, earned a splendid reputa- 
tion as an executive. Every depart- 
ment of the organization’s activity was 
formed upon a highly efficient basis, 
the whole working smoothly, rapidly 
and satisfactorily to all parties at in- 
terest. Should he succeed Mr. Reed, as 
is now generally believed will be the 
case, Mr. Hess will find abundant 
scope for his abilities in tackling the 
rebating and excess commission paying 
evils, which according to common re- 
port have gained a substantial footing 
in the suburban field. Moreover, he will 
likewise have to define the exact status 
of the William street general agent 
who directs a board office with one 
hand and a non-board agency with the 
other, 





OBSERVE PREVENTION DAY. 





Wide-Spread Interest in Plans for 
Anniversary of Great Chicago 
Fire. 





Fire Prevention Day promises to be 
generally observed throughout’ the 
West on October 9, the forty-fifth an- 
niversary of the Chicago fire, as a re- 
sult of the activities of the committee 
cn publicity and education of the 
Western Union, which originated this 
movement last year. 

Governor Deneen of Illinois, has al- 
ready issued his proclamation, which 
will be followed up by a similar proc- 
lamation by Mayor Harrison, and the 
Chicago Association of Commerce is at 
work on plans for a notable observ- 
ance. A special program will be pre- 
pared for the city schools on that day, 
and the new Bureau of Fire Preven- 
tion will take a prominent part in the 
various observances. 

The proclamation of the governor 
ealls upon the people of the State to 
inspect their buildings and premises on 
Fire Prevention Day, remove rubbish 
and see that fiues and heating appara- 
tus are in proper condition for tests for 
fall and winter. Municipal authorities 
are to call the attention of the citizens 
to the question of the fire waste and 
to co-operate with trade and commer- 
cial organizations in public meetings 
and develop a sense of personal re- 
sponsibility for fires, while exercises 
are to be held in the public schools and 


regular fire drills inaugurated if they 
are not already practised. Governor 
Deneen declares that the campaign 
against the fire waste was one of the 
most important features of the cam- 
paign for the conservation of the na- 
tional resources, and compares the 
Illinois losses last year of over $11,- 
000,000 with the very much lower per 
capita loss in Europe, where construc- 
tion is better and the sense of per- 
sonal responsibility has been cultivated 
and enforced. 

Governor Carroll of Iowa, has also is- 
sued his proclamation, setting aside 
October 9, and making similar recom- 
mendations. He calls attention to the 
loss of $5,000,000 in Iowa, and holds, 
as does Governor Deneen, that the 
bulk of this is easily preventable by 
the exercise of proper care. 





COL. CUNNINGHAM’S EPIGRAMS. 





President of Glens Falls Insurance Co. 
Hands Out Some Characteristic ! 
Brief Hints. 





Col. Cunningham, the able president 
of the Glens Falls Insurance Co., who 
has considerable fame as an epigram- 
matist, has just turned out the follow- 
ing philosophical flashes: 

Some ills prevent others. Insomnia, 
for instance, prevents nightmare. 

Conscience would make more cowards 
of us all if that still small voice was 
audible to others. 

Some show their patriotism by dis- 
playing the flag, while there are others 
whose patriotism never flags. 

A life insurance authority says that 
alimony is a man’s surrender value. 

“Of all the bores, about the worst is 
he who tells his troubles first.” 

We can oftener win appreciation as 
a listener than as a talker. 

Political platforms are mostly made 
of gang planks, not only for getting off 
and on but to hold the gang. 

Silence is indeed golden, and it is a 
-pity that there is no machine to re- 
produce it. 

Some whistle at their work and others 
just whistle. 

To him that hath shall be given. 
a mar has a head he gets ahead. 

Some are so liberal with their 
opinions as to be constantly giving 
them away. 

When the boss calls you down, be 
grateful, for you probably deserve to 
be “fired.” 

Remember that a mule makes no 
progress while kicking—but he doesn’t | 
want to. 

The boss probably knows more than 
you think he does—that’s why he is| 
boss. 

If you say sour things, say them in | 
such a sweet way as to make a sort) 
of verbal lemonade. | 

Our wants trouble us more than our) 
needs. 

Time is, after all, our best asset, and | 
it is fairly well distributed. What it | 
does for us depefds upon what we do 
with it. 

There continues to be profits without 
honor in this country. 

“T understand that our mutual agent | 
at Binksville doesn’t drink any more,” | 
said one special agent to another. 

“No—just about the same,” replied | 
the other. | 

The condition of some agency ac-| 
counts suggests the need of an expert | 
accountant or an experienced alienist. | 

A deaf mute agent might make an/| 
unspeakable success. 

Some auto who sought not to auto, | 
and others auto not who ought to auto. | 

It may be more safe to let posterity | 
judge us than to leave it to a present 
investigating committee. 

Many a man starts out with a bril- 
liant future before him, but proves too 
slow to overtake it. 

There is a difference in putting a lot) 
into your work and putting in a lot of} 
work. 

Ever since Adam ate the apple the 
ultimate consumer has had ‘the worst 
of it. 

Courtesy is an outward and visible 


if 








sign of inward refinement. There may 
be weakness excusing dishonesty, but 
there is no excuse for discourtesy. 

“Content is natural wealth,” said 
Socrates, to which Addison added, 
“Luxury is artificial poverty.” 

An agent going through a catalogue 
of troubles concludes that he is as badly 
afflicted “as a giraffe with a full length 
sore throat, or a centipede with a corn 
on each foot.” 

A doctor says that automobile riding 
develops the chest, which explains why 
auto owners become chesty. 

Speaking of an agent who was get- 
ting discouraged, a special agent said: 
“He is like an hour glass; the longer 
his agency runs, the less sand he has.” 
Like an hour glass he needs turning 
over. 

Prevention is better than cure. Men 
have been saved from drowning by 
being knocked so senseless that they 
couldn’t struggle and endanger them- 
selves and their rescuers; but it is 
better to do the knocking when they 
begin to rock the boat. 

Of a learned underwriter it is said 
that he has such a large and varied 
technical knowledge of insurance as to 
enable him to give the simplest ques- 
tion the most difficult explanation. 


Action on Underwriters’ Agencies. 








The local board of Anderson, S. C., 
has endorsed the resolution adopted by 
the Intercity Conference at Buffalo 
June 24 expressing unqualified approval 
of the sole agency principle and dis- 
approval of the course of those com- 
panies who evade and undermine this 
principle by operating underwriters’ 
agencies. 

Similar resolutions were also adopted 
at the annual meetings of the Wisconsin 
and Ohio associations of local fire in- 
surance agents. 





Going Into Alabama. 





Both the Standard Fire of Hartford 
and the Franklin Fire of Philadelphia, 
have made application for entry into 
Alabama. The latter company plans to 
go into Florida as well. 

Application for admission to Ala- 
bama has been made by the Transyl- 
vania Casualty Company of Louisville. 








GEORGE J. KUEBLER 
Attorney - at-Law 
| EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS | 
Briefs of the Law in any State 
on Matters of 


INSURANCE 
a Specialty 





-:-:- References on Application -:-:- 


Suite 720-29 So. LaSalle St. ,Chicago, Ill, 
[ea rmenee. Randolph cone and 6817 








“The Leading Fire Insurance Company 
of America” 





CASH CAPITAL, $5,000,000.00 
WM. B. CLARK, President 
Vice-Presidents, 

Henry E, REES A. N. WILLIAMS 


Secretary, 
E. J. SLOAN, 
Assistant Secretaries, 
E. 8. ALLEN GUY E. BEARDSLEY 
RALPH B. IVES 
W. F. WHITTELSEY. Je... Marine Secretary 








“STRONG AS THE STRONGEST” 


The Northern Assurance Co, 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 


Losses Paid - - $85,000, 000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 
55 John Street 


NEW YORK CITY 














THE COMPANY WITH THE PYRAMID] 

















2.937.319. 76 


ae See 
INSURANCE Co. 


2.677.646 70 
3.911.743 34 


_ +f 
FIRE 




















4.661.149 6) 
5.196.017746 
3.553.270 70 

5 725.809 34 


TOTAL LIABILITIES $2.496,304.53 
POLICY HOLDERS SURPLUS $3,229,504.81 





1.654.504.8! 

















WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 





Managers Accident and Health Department 





for New Jersey 


Assets over $138,000,0U0. 
Board of any public conveyance. 
SEE OUR NEW SAMPLE POLICY. 





PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFOR‘IA 
' Incorporated 1868 


Third oldest American Company writing Acciden‘ and Health Insurance. 
Stockholders’ Liability unlimited. 
Indemnity Clause includes while on the Platform, Steps and Ranning- 


and Dentists receive all benefits of preferred risk without extra charge. 


PACIFIC MUTUAL INDEMNITY COMPANY OF CALIFORNIA 
Incorporated 1906 
Issues the same liberal Accident and Health policies as does the Life 
Company. Territory covered—Southern New York, including New York City. 


All losses adjusted and paid through our office immediately upon receipt of satisfactory proof 


Assets Over $18,000,100 


Double 
Physicians, Surgeons, Undertakers 


NONE BETTER. 
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ORGANIZE NATIONAL BUREAU 


TO HANDLE LEGISLATIVE WORK. 





Company Managers at Atlantic City 
Conference Join Efforts to Secure 
Just ‘Laws. 





The work of looking after legislation 
affecting the fire insurance business 
and securing just laws governing the 
companies will hereafter be conducted 
from a central headquarters at New 
York, with O. B. Ryon in charge as gen- 
eral counsel. This action was decided 
on at an important conference of man- 
agers held in Atlantic City on Tuesday. 

M. O. Brown, chairman of the com- 
mittee on laws of the National Board of 
Fire Underwriters, presided at the con- 
ference, which was attended by repre- 
sentatives of the Western Union, the 
Pacific Coast Board and the South 
Eastern Underwriters Association, as 
well as the members of the committee 
on laws. O. B. Ryon, manager of the 
legislative bureau of the Western 
Union, was elected general counsel. 
The general headquarters will be in 
the offices of the National Board at 
New York, with branches in Chicago, 
San Francisco and Atlanta. 


This movement is expected to secure 
much more effective co-operation in 
handling the legislative problems of the 
business and to avoid the conflicts 
which hve been inevitable where each 
sectionai organization handled its own 
problems. The meeting set forth the 
object of the proposed plan as follows: 


“The purpose of this movement is to 
concentrate the entire force and in- 
fluence of the stock fire insurance com- 
panies doing business in this country, 
in order to secure from legislators and 
supervising officers uniform laws and 
just regulations, and to co-operate in 
the defense of litigation and exactions 
affecting fire insurance interests. The 
carrying into effect and supervising of 
this purpose are to be centered in the 
principal executive officers and man- 
agers of stock fire insurance companies 
as represented by the committee on 
laws of the National Board of Fire 
Underwriters. 


“The committee on laws will operate 
through local representatives and coun- 
se] as heretofore wherever such course 
is deemed desirable, but all matters of 
general principles or actions will be 
directed by the full committee. The 
general counsel is to appoint such as- 
sistants as he may require. Bulletins 
of legislation and kindred matters are 
to be isstied from time to time. Stock 
fire insurance companies not members 
of the National Board may become sub- 
scribers to the legislative work on pay- 
ment of their appropriate share of the 
expense.” 





Not Selling Stocks to General Agents. 





A flat denial of the reported effort of 
the First National Fire of Washington, 
D. C., to sell stock to its general agents, 
is made by Robert J. Wynne, the com- 
pany’s president. 

Addressing “The Spectator” of New 
York city, concerning a statement ap- 
pearing in the latest issue of that pub- 
ication, President Wynne says in part? 

“The item states that you construe 
our having sent blank applications to 
fire agents throughout the country as 
an abandonment of the former adver- 
tised pledge that we had arranged with 
certain agents for a premium income 
during the first year. 

“Your construction is erroneous. We 
bave not abandoned our plan in any 
manuer whatever, and the agent in 
New York city whom we advertised as 
the office who would represent us will 
do so. Furthermore, unlike most new 


. companies of recent years, our New 
York city agent has not been requested 
to purchase any of our stock nor have 
we sold stock to any of the general 
agents. 

“With the idea of co-operating with 


our general agents we have sent appli- 
cation blanks for the local agency to 
thousands of fire insurance agents and 
have received thousands of applica- 
tions, which are being turned over to 
those genera] agents in their respective 
territories. 

“The above-mentioned item also 
stated that you are informed that there 
is no rush for the agency. This in- 
formation is likewise totally incorrect. 
We have received applications from 
some of the most prominent agencies 
of ‘New York city as well as from other 
cities throughout the country.” 





WANTS LOWER MARINE RATES. 





Canadian Government to Take Steps 
to Secure Reduction—Its Ports Ad- 
versely Affected. 


Canada is giving special attention to 
the matter of reducing the marine in- 
surance rates which at present affect 
adversely the Canadian Atltantic ports. 
Tramp steamers find it cheaper to 
come to Boston or New York than to 
Halifax or Montreal, and therefore to 
get cheap transatlantic transport much 
grain from Western Canada coming 
down the Great Lakes is transhipped 
to Buffalo and sent to a United States 
port. 

To counteract this tendency the 
Canadian Government is endeavoring 
to reduce the congestion of lake traffic 
by making it safe to extend the open 
season a fortnight or a month and by 
adding whatever precautions in the 
way’of ice breakers, lighthouses, wire- 
less, etc., may be needed to induce the 
insurance companies to lower their 
rates. Large sums have been expended 
on the St. Lawrence, but Lloyd’s ‘thas 
thus far failed to respond, and the un- 
derwriters say in defense that little 
money has been made in ‘Canadian 
trade during the last 10 years. The 
proposal to establish a (Canadian Lloyd’s 
is now being treated seriously, and it is 
possible that the Government may be 
asked to stand its losses, which, of 
course, would be tantamount to a ship 
subsidy if insurance should be reduced 
below cost. 

Despite the objections advanced in 
Europe in regard to the scheme, it is 
regarded among insurance and ship- 
ping men here as practicable. The 
matter is being negotiated by some of 
the biggest shipping and other firms in 
Montreal. 





Sterling Fire Makes Increases. 





The Sterling Fire, of Indianapolis, has 
increased its assets more than $50,000, 
which now total $1,400,405. 





Ocean’s General Manager Here. 





General Manager M. E. Armstrong of 
the ‘home office of the Ocean Accident 
and Guarantee Corp. is in New York on 
his annual visit. 





Launches New Salvage Co. 





Leopold Gans has organized the Leo- 
pold Gans Co. to do a general salvage 
business in all classes of merchandise. 





National Gets Empire. 





The New York Insurance Department 
has approved the bid of the National 
Surety for the reinsurance of the busi- 
ness of the Empire State Surety Co. 





Plate Glass Meetings To-day. 





Two meetings of plate glass under- 
writers will be held in New York to- 
day, at which matters in the local field 
and in the outside territory respectively 
will be taken up. 





Continue Partial Insurance. 





Denver will retain $309,500 indemnity 
upon municipal properties, instead of 
assuming the risk through the creation 
of a sinking fund as was suggested by 
some of the public officials. 











MAKE TEXAS RATE REDUCTION. 





State Insurance Board Gives Towns 
Having Key Rate of 81 Cents get 
10 Per Cent. Off. 





The State Insurance Board has ap- 
proved a 10 per cent. reduction in cer- 
tain classes of fire insurance in Texas, 
and the reductions will be applied as 
the business arises. Towns having a 
key rate of 81 cents or over will be en- 
titled to a 10 per cent. lower rate on 
the contents of brick mercantile build- 
ings. This has been officially promul- 
gated, and is to be announced by the 
board in the near future, when it 
amends the general basis schedules in 
accordance with the applications of the 
general bureau committee of the insur- 
ance companies. 

Heretofcre the contents of brick 
mercantile buildings in towns having 
a key rate of 81 cents or over could be 
assessed the rate applied on the build- 
ings. Under the recent amendment the 
contents cannot be charged more than 
“90 per cent.” of the building rate. 
That effects a 10 per cent. reduction. 
The foregoing was one of the proposi- 
tions put up to the board, and later 
withdrawn, by four Texas and one 
foreign company. The latter also re- 
quested a 7% per cent. lowering of the 
special hazard rates and 10 per cent. 
off the mercantile building and con- 
tents rates in towns having a key rate 
of less than 81 cents. The latter, will 
not be included in the several reduc- 
tions to be shortly announced by the 
board. It is understood that the board 
is at work on the amendments to the 
general basis schedules and will prob- 
ably announce same some time this 
week. A _ general summary of * the 
changes will be made by Captain R. L. 
Pollard, secretary of the board, and 
some of the changes will probably be 
of much importance. 





$10,000,000 ‘Line to Mutuals. 

The W. & J. Sloane line; amounting 
to about $10,000,000, has been taken 
away from the stock companies and 
given to the mutuals. 
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CASUALTY AND 


SURETY HAPPENINGS 








SHOULD OFFER A BROAD FIELD 


LIABILITY MEN INTERESTED. 





insuring of Prepared Food Manufactu- 
rers Against Actions for Damages 
Quite Feasible. 





A short time ago Judge Walter C. 
Noyes, sitting in the United States 
District Court at New York city, gave 
Sophie Kelierer a verdict for $6,000, in 
her suit for damages against Armour 
& Company, prominent meat packers 
of Chicago. 

The plaintiff in the action claimed 
that she had been poisoned by reason 
of eating a pork product prepared by 
the defendant, which was infected with 
trichinae, she asserted that by proper 
inspection the presence of the infection 
could have been ascertained, that it 
was the duty of the defendant to make 
such inspection and that the Company 
failed in the performance of the duty. 

The contention of Armour & Company 
was that a manufacturer who sells only 
to a middleman and does not deal 
directly with the consumer, owes no 
duty to the latter, save to refrain from 
wilfully inflicting injury. In deciding 
the case Judge Noyes said in part: 

“As wilful injury is hardly conceiv- 
able, the claim comes down to this, 
that the producer of meats can take 
no steps to detect poisonous parasites 
in his products, although the danger 
of their presence is well known, and 
can be guarded against, and yet may 
sell such products with impunity, so 
far as the demands of the poisoned 
consumer are concerned. 

“This contention is based upon the 
theory that so long as the manufacturer 
sells only to the dealer or middleman 
he is a stranger to the consumer; there 
is no contractional relationship to base 
a duty upon. It is said that the dealer 
may sue the manufacturer. The con- 
sumer is injured but cannot look to 
the wrongdoer and must sue the local 
dealer, who is likely to be irresponsible, 
and certainly free from fault. 

“The remedies of injured consumers 
ovght not to depend upon the intricacies 
of the law of sales. The obligation of 
the manufacturer should not be based 
alone upon privity of contract. It 
should rest, as once was said, upon 
‘the demands of social justice.’ The 
producer should be held responsible for 
the results of negligent acts which he 
can readily foresee. There is no 
analogy between the case where de- 
fective material after passing through 
many hands produces uot-to-be-looked- 
for ill effects. 

“The iron manufacturer who fails to 
inspect a piece of iron cannot foresee 
that it will be used in a boiler and 
cause a ship to sink. But the meat 
packer who fails to inspect his products 
for poisonous parasites or ingredients 
knows that poison will poison, and that 
the persons to be poisoned through 
his neglect will be those who eat his 
products, and no one else. 

“The natural, probable, and almost 
inevitable result of his negligence will 
be injury to the consumer, and, in 
my opinion, every consideration of law 
and public policy requires that the 
consumer have a remedy. If there are 
no authorities which grant one, it is 
high time for such an authority.” 


Establishes a Precedent. 

The above case is so far as we know, 
the first of its kind to be instituted, 
but it is a safe assumption that it will 
not be the last. Instances of ptomaine 
poisoning are of frequent occurrence, 
and if it be proven that the danger 
could have been prevented through the 
exercise of proper caution on the part 
of the manufacturer of the product, 
Camages will hereafter be collected. 


Although the adulteration of food 
products, thanks mainly to the activity 


of Dr. Wiley, is nothing now compared 
to what it was a few years ago, people 
yet suffer in this respect, despite the 
severe Federal laws upon the subject 
and the system of inspection which is 
supposed to obtain. 

Its a foregone conclusion that once 
the result of the suit against Armour 
and Company become generally known 
actions along similar lines will be 
brought by others whenever they feel 
they have a basis of claim against man- 
ufacturers. 


As the hazard is a real one it should 
be insurable, and doubtless a rate 
could be figured out under which a 
Llanket public liability policy could be 
sold manufacturers of food products. 
As in all other lines of indemnity the 
moral hazard would play an important 
part in the suggested form of proteec- 
tion, but that feature could be safe- 
guarded against, in part at least, by the 
adoption of a co-insurance clause. 

The general subject is one of decided 
interest to liability underwriters, and 
we believe opens a fine field for devel- 
opment. 


SEEKING STRYKER’S SUCCESSOR. 





Quiet Canvass Being Made to Secure 
New Head of Surety Association of 
America. 





A quiet canvass is being made to 
secure a manager for the Surety Asso- 
ciation of America in succession to H. 
H. Stryker who resigned the presidency 
of the organization some months ago, 
and who plans to leave on October 
first. While several parties have been 
considered for the office, no decision 
has been reached, it being extremely 
difficult to secure a man capable of 
satisfactorily filling the position who 
is willing to leave an established com- 
pany connection. 

Mr. Stryker, who is at present travel- 
ing in Europe and is not due back 
in New York for a couple of weeks 
yet, has been head of the Surety As- 
sociation of New York since its for- 
mation several years ago. At the time 
of his first election to the office he was 
vice-president of the American Bonding 
Company of Baltimore, resigning the 
attractive connection only when assured 
by the executives of the membership 
companies that he was the only man 
who could successfully launch the 
organization. Under his administration 
the work of the Surety Association has 
been highly efficient, and Mr. Stryker 
now feels that he should be left free 
to make an independent company con- 
nection. Doubtless he will announce 
his future plans upon his return from 
his trip abroad. 





STAND BY NEW JERSEY FIGURES. 





Bureau Refuses to Permit Membership 
Companies to Pay Excess Commis- 
sions in the State. 





The plea of one of the prominent 
company members of the Workmen’s 
Compensation and Information Bureau 
that it be privileged to continue the 
payment of excess commissions to its 
New Jersey representatives because of 
the overtures made them by a strong 
non-conference office, was denied by 
the association which insists that all 
membership companies, regardless of 
the provocation to do otherwise, rigidly 
adhere to the Bureau commission 
scale of 17% per cent. to general 
agents and 12% per cent. brokerage 
tor New Jersey. 


The advent of certain strong non- 
conference companies into New Jersey 
has stirred up things in that fleld, and 
the Bureau men feel that if the bars 
were let down ever so little, general 
demoralization would speedily follow. 
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STRIKES A NEW NOTE. 





Fidelity & Casualty Company Issues 
Partnership Disability 


Policy. 





Distinctly new in casualty insurance 
is the Corporation or Partnership Dis- 
#bility Policy now issued by the 
Fidelity & Casualty Company. Advis- 
ing their representatives upon the sub- 
ject E. E. Clapp & Company, managers 
of the Company for New York, New 
Jersey, Massachusetts and Rhode Is- 
land say: 

“Under one blanket policy any given 
group of principals, heads of depart- 
ments, or selling staff in an industrial 
enterprise may secure a perpetual guar- 
anty of indemnity in the event of phy- 
sical disability through accident to or 
illness of one or more of their number. 
The amount of indemnity, fixed in ad- 
vance by the contract holder, is in pro- 
portion to the money value of the ser- 
vice insured. Large lump sums are 
provided in the event of accidental 
death, blindness, etc. The cost (less 
than 4 per cent. of income insured) may 
be paid by the corporation, by the in- 
dividuals, or divided on an equitable 
basis between the two. The plan is 
fiexible in its nature and may be applied 
to many different situations. 

“The policy contract is based on our 
popular full-payment life-indemnity dis- 
ability form with modifications to make 
it suitable to this special purpose. We 
guarantee incomes from $520 to $26,000 
a year at rates lower than those 
charged for personal disability insur- 
ance. 

“This radical extension of the disabil- 
ity protection is in harmony with the 
spirit of the times. Corporations and 
institutions everywhere are protecting 
operatives and wage.earners. The con- 
tinuance and the increase of the pros 
perity of every enterprise is dependent 
upon the continued activity of its staff 
of directing personalities. It is there- 
fore important to protect the corpora 
tion itself from disaster due to the dis- 
ablement of important men. A partner- 
ship or corporation disability policy is 
made necessary by the policy of ‘all for 
one and one for all.’” 


MICHIGAN LIABILITY MUTUAL. 





Organization Formed to Supply Liability 
Insurance to Members Under New 
Compensation Law. 





The Michigan Workmen’s Compensa- 
tion Mutual Insurance Co. has been 
formed at Detroit with the following 
directors: 

Charles H. Gifford, treasurer of the 
American Blower Co., was elected presi- 
dent; Roy D. Chapin, president of the 
Hudson Motor Car Co., was elected vice- 
president; Hamilton Déy, setrefary of 
the Detroit Clearing House Association, 
treasurer, and Elmer H. Dearth, secre- 
tary and general manager. Mr. Dearth 
formerly was insurance commissioner 
of Minnesota, holding that office for six 
years. For the four preceding years 
he was deputy in the same office. At- 
torney Hal H. Smith is general counsel. 
Only 11 of the 1§ authorized members 


of the board of directors were chosen. 
It was decided to leave the other four 
places on the board open for repre- 
sentatives of other companies which 
might desire to join the organization. 


The object of the Company is to 
carry the liability insurance of tne 
members at a lower cost than would 


be possible in placing it with stock 
companies. Each member will be in- 
sured against loss through accident to 
its employes. The Company will have 
an inspection department, which will 
fix a rate on all factories in the same 
manner as though it were being done 
for a stock company. Then from this 
rate will be deducted 20 per cent., which 
is about the regular agents’ commis- 
sion, and this will be the saving effect- 
ed by the Company. Safety appliances 
and like details will be considered by 
the inspector in fixing the rate. Each 
member must pay in a full year’s pre- 
mium in advance. This will give the 
Company a working capital. The Com- 
pany will not go after outside business 
at all, adhering stritly to its basic 
object of furnishing protection to its 
members. 


INTRODUCTIONS. 
Low Cost Accident Policies Useful 
Chiefly As Advertising Higher 
Priced Contracts. 


SERVE AS 


It is extremely doubtful if the low 
cost limited liability personal accident 
policies now on the market, will yield 
even a modest profit to the several 
companies issuing them, and the re- 
sponsible officials will doubtless fee! 
well satisfied if their respective offices 
break even on the business. 

It is figured that fully two thousand 
policies of the type above referred to 
will be required to pay a single maxi- 
mum claim, while the cost for printing, 
advertising and handling the contract 
at the head office will be practically 
the same as for dealing with a $25 or 
$50 premium policy. 

The low cost contract, despite its re- 
strictions, is an attractive proposition 
to the assured and its sale will un- 
questionably be large, as it deserves to 
be. The chief value of the policy to 
the companies writing it, however, is 
the fine opening it supplies for the sale 
of the higher grade contracts, many a 
man who could not otherwise be in- 
terested in the standard forms of policy 
being induced to insure thereunder 
after the possession of a low cost con- 
tract had made him study the general 
subject of accident insurance. 





Ask Bonding Co. to Repair Road. 

The American Bonding Co. as surety 
for the Imperial Road Co., has been 
asked by the Freeholders of Morris 
County, iN. J., to repair a stretch of road 
in Morristown that was building under 
a five-year guaranty by the road com- 
pany and on which it defaulted. The 
American Bonding was surety for the 
latter in the sum of $14,225 and the 
county engineer has condemned the 
work. 
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EXPLAINS COMPENSATION LAW 


COM. HARDISON DISCUSSES ACT.) 





Many Questions Confronting Those to | 
Administer Massachusetts Com- 
pensation He Says. 





In his annual report Insurance Com- | 
missioner Frank H. Hardison of Massa- | 
chusetts discusses at length the new} 
workmen’s compensation law of that| 
State and says that many questions have | 
yet to be decided in regard to its ad- 
ministration and the Insurance Depart- 
ment is being deluged by inquiries from | 
all classes of persons and corporations | 
that are affected by the new law. He 
Says: 

“Most of the paragraphs of the work- 
men’s compensation act bristle with in- 
terrogation points. It is new, and there 
are many to ask questions—insurance 
companies, agents, brokers, employers, 
the public. Some are important; others 
trivial. Some suggest the inference that 
it is easier to ask questions than to 
study the act; others evince a deep 
study of the subject in all its bearings, 
from the purpose of the act through its 
probable workings. Two important ques- 
tions have been and now are: Is the 
act intended to be compulsory? Are 
farm laborers and domestic servants ex- 
cluded from its operation? 

“Looking at the act historically it 
would appear that its sponsors had in 
mind to make it compulsory to the ut- 
most extent that would be permitted by 
the fundamental law, for after it was 
drafted it was submitted to the Supreme 
Judicial Court for an opinion as to 
whether its provisions would be in con- 
flict with the Constitution of the Com- 
monwealth, which opinion was in the 
negative. The bill which the court pass- 
ed upon provided, as to the employer, 
that if he did not obligate himself to 
pay the compensation to his employes 
on account of personal inquiries arising 
out of and in the course of their em- 
ployment, he would be left in the plight 
of having to defend suits brought by his 
injured employes, and would have taken 
away from him; unless the employes 
were farm laborers or domestic serv- 
ants, the three defenses which employ- 
ers have relied on heretofore to escape 
responsibility for accidents, namely, 
that the employe was negiigent, that the 
injury was caused by the negligence of 
a fellow employe and that the employe 
had assumed the risk of the injury. 

Compelled to Insure. 

“With these defenses denied the em- 
ployer, and as a consequence the plac- 
ing upon him of the liability of paying 
for about every injury to his workmen, 
regardless of their carelessness or the 
carelessness of their fellow workmen, 
or of the fact that the workman may 
have been receiving higher pay on ac- 
count of the hazard of the work, the na- 
tural effect would be to drive the em- 
ployer to insure, either by taking out 
an employer’s libility policy to protect 
him against claims in regard to which 
he would be substantially without de- 
fense, or a compensation policy which 
would protect him on account of the 
liability imposed by the workmen’s com- 
pensation act. As the cost of an em- 
ployer’s liability policy with defenses re- 
moved is greater than that of the com- 
pensation policy, the employer is in ef- 
fect compelled to take the latter. It 
would thus seem pretty clear from this 
analysis that the intention was to go 
just as far in making the act compul- | 
sory as possible without rendering it | 
void, a fate which befell a similar law 
passed in New York a year before at the 
hands of the Supreme Court of that 
State. 

“If the penalty for not adopting the 
provisions of the act is so severe as to | 
make the act morally compulsory, may | 
the employer exercise an option as to| 
whether he will or will not cover all his 
employes under the act? There are 
those who conclude that he is given 
such an option and those who hold to 
the contrary. A consideration of this 
question requires a review of some of 
the other provisions of the act, among 
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them the provision relating to the work- 
men’s status under the act and the pro- 
visions for affording compensation in- 
surance. ‘The act is not compulsory 
upon the employe, even though his em- 
ployer has become insured under it, if 
the employe gives his employer notice 
that he wishes to retain his common law 
rights. Failing to give such notice ina 
method to be prescribed by the Indus- 
trial Accident Board, created under the 
provisions of the act, the employe is 
bound, in case of injury, to accept the 
compensation provided for in the act if 
his employer gives the employe notice 
that he has become insured under the 
act. The employe is thus put under the 
~ provisions of the act if his employer be- 
comes insured unless he makes the ne- 
cessary effort to retain the rights he 
had before the passage of the act. He 
is presumed to elect the compensation 
plan for aid when injured unless he defi- 
nitely elects something else. 

“Another question is whether it is per- 
missible for an employer, who, for in- 
stance, is a contractor, to divide his 
‘compensation insurance among several 
companies, giving a portion of each of 
several, and perhaps including in the 
number a mutual company. The act 
does not specifically permit such di- 
vision. Its language is such as would 
be used if only one company were to 
be patrorfized by a given employer. The 
provisions of the act already cited would 
seem to show that an employer having 
become a subscriber in the mutual com- 
pany must give notice to all persons un- 
der contract of hire with him that he 
has provided such protection for them. 
It does not read that he shall give no- 
tice to such part of his employes as he 
may have designated to the company on 
becoming a subscriber. But if the lan- 
guage of the act be deemed not controll- 
ing, there. are, it would seem, certain 
other considerations which should be 
taken into account. For instance, un- 
less the compensation policies issued by 
the several companies to the same em- 
ployer take effect and terminate at pre- 
cisely the same time, would the com- 
panies which issued those in force have 
to pay the compensation of employes in- 
jured before and after other policies in- 
tended to cover said injuries were in 
effect? 

“In other words, if one policy term- 


inated on June 30, covering a certain 
portion of the employes of a given cor- 
poration, and a second policy did not 
expire July 10, purporting to cover an- 
other division of employes of the same 
corporation, would an employe in the 
first division if injured after the first 
policy matured and while the second 
was in force, have a claim upon the 
company which issued the policy still 
in force on the ground that the statute 
contemplates than an employer shall 
cover all his employes if he takes out 
a compensation policy? If one com- 
pany were to become insolvent and un- 
able to carry out its contract, would 
another company, which had issued a 
compensation policy to the same em- 
ployer, be obliged by virtue of the law, 
to assume the obligation to pay the 
compensation to which the injured em- 
ployes of that employer would be en- 
tited by the act? Such questions as 
these make the division of the risk of 
an employer among two or more com- 
panies a doubtful venture for the com- 
panies, especially in view of the fur- 
ther consideration that it would be 
natural for the courts to protect the 
employe to the limit, since he is not 
a party to the making of the contract 
in which he has such a vital interest, 
and since the company might be called 
upon, in event that it was not obliged 
to settle under the compensation pro- 
vision, to indemnify the employer with 
the defenses removed. 
Purpose of State Bureaus. 

“How, it may be asked, is the insur- 
ance commissioner going to test the 
adequacy of the new rates that may be 
filed in behalf of an employer who 
claims a lower rate on account of his 
good record and a well, safe-guarded 
establishment? So far the insurance 
commissioner has’ established two 
bureaus for doing this work—a statis- 
tical bureau and an inspection bureau, 
The duty of the statistical bureau will 
be to collate and classify all the in- 
formation with reference to injuries 
which are covered by the act, notice 
of which must be sent to two different 
State departments. This classification 
will be by industries, and also, as far 
as practicable, by specific establish- 
ments where they are large and im- 
portant. But before that experience 
becomes available it will be a part of 
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Liberal Contracts for Good Agents 
COMMUNICATE WITH 


E. B. McCONNELL & CO. 


General Agents for the State of New York 


55 LIBERTY ST., NEW YORK CITY 
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the commissioner’s duty to call for and 
analyze-any experience that the em-. 
ployer seeking a lower rate may have 
had in his plant as revealed by his own 
records or by those of any company 
which may have. insured him under 
= or workmen’s collective poli 
cies, 

“This bureau will also have in charge 
the duty of seeing that the companies, 
in their annual returns, make out prop- 
erly and fully a special Massachusetts 
schedule, which will be designed to 
bring out in full, year by year, the ex- 
perience of the companies under this 
Massachusetts law, so that it may be 
seen, by a sort of gain and loss exhibit 
in that schedule, whether the work- 
men’s compensation business has been 
profitable or unprofitable in our com- 
monwealth. By starting this statistical 
record at the time the business starts 
te which it pertains, and by requiring 
the companies to disclose fully their 
experience, it is hoped that it may be- 
come evident whether or not the busi- 
ness is being written on a sound basis 
which affords the private companies a 
fair margin of profit, which the em- 
ployer ought to approve if he gives his 
business to a stock company, for he 
ought not to expect that it will do busi- 
ness without a margin of profit when 
he knows that he himself would not 
continue in business unless there is a 
consideration for so doing. 

“The inspection bureau will have a 
function to perform scarcely less im- 
portant than that of the statistical 
bureau, especially when requests are 
made for a reduction in rates. In such 
cases it is the purpose to have the 
companies not only give a record of 
their experience with the employer 
with respect to accidents, but file with 
the insurance department a full report 
of the inspection of the risk by the 
companies’ own inspectors. This will 
be examined by the head of the de- 
partment bureau, and he will determine 
whether it is desirable to have the de- 
partment send one of its corps of in- 
spectors to make a survey of the es- 
tablishment. If so, there will be a 
special investigation; if not, the depart- 
ment will decide from the information 
gleaned from the inspection papers so 
filed, and from such reports as it may 
obtain of the experience of the em- 
ployer in regard to accidents to his help 
and from other pertinent considera- 
tions, whether there should be a re- 
duction in the rate originally filed with 
the insurance commissioner. 

Mutual vs. Stock Methods. 


“There is one other division of this 
subject in which interest is manifested, 
and that is a comparison of the meth- 
ods adopted by the stock companies 
and the mutual for arriving at the 
1ates to be charged for compensation 
insurance. The stock companies have 
for some time had a bureau for collat- 
ing statistics relating to accidents un- 
der liability and workmen’s collective 
policies, for compiling rates and rules 
for manuals, and, generally, for stor- 
ing up valuable information regarding 
all forms of liability insurance. This 
bureau in its computation of rates for 
the Massachusetts act represented a 
majority of the stock liability compa- 
nies which had authority in Massachu- 
setts. Its experts, together with a com- 
mittee of liability underwriters, who 
are officials of some of the well-known 
companies, undertook the work. The 
old method in vogue in liability insur- 
ance, of charging for a risk a certain 
amount per $100 of pay roll, was 
adopted as the basis, and this amount 
per $100 was varied according to the 
degree of hazard. It runs from 15 cents 
for office employes to $25 for blasting.” 





Bernard A. Scanlon has joined the 
New York office staff of the Fidelity 
& Deposit as assistant manager of its 
plate glass department. Mr. Scanlon 
was formerly with the Metropolitan 
Casualty Co. 


E. G. Letzkus has resigned as super- 
intendent of the liability department 
of the Fidelity & Deposit Co. 
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SPECIAL TALKS WITH LOCAL AGENTS | 





W. P. Learned, super- 
Burglary intendent of the Burglary 
Business Department of the Fidel- 
Untouched. ity & Casualty Co., at 
the recent convention of 
the International Association of Casu- 
alty and Surety Underwriters, said: 
“The International Association of 
Casualty and Surety Underwriters can 
undoubtedly exert a most beneficial in- 
fluence on the burglary business, the 
same as they are doing with regard 
to the surety and other casualty lines, 
and I sincerely hope that because the 
burglary premiums are small and the 
volume likewise small as compared 
with the liability volume, and the per- 
sonal accident volume, they will none 
the less keep this particular line in 


mind, giving us their support and aid-’ 


ing us in every way to put the burglary 
business on a firm -basis and to keep 
it there. There is no reason why we 
should vie with one another in policy 
forms, rates or commissions. $3,000,- 
000 in premiums is not a scratch on the 
surface, There is a vast volume of 
tusiness to be divided among the com- 
panies, and there is no legitimate oc- 
casion for anything other than reason- 
able policy forms, reasonable rates, 
and a reasonable commission ex- 
pense.” 

The most interesting part of this 
from the standpoint“of the agent is 
that “$3,000,000 in premiums is not a 
scratch on the surface” of the real 
possibilities of burglary insurance. Mr. 
Learned is one of the best informed 
men in the burglary branch and knows 
whereof he speaks. Burglary insur- 
ance hasn’t been touched yet by the 
local agents. But the writing of this 
line requires an exercise of caution if 
the business is to be good, for there is 
great danger in burglary business, as 
sbown by Mr. Learned, when he said 
cn the same occasion: 

“When you come to burglary insur- 
ance, covering, as it does at present, 
all manner of losses by theft or dis- 
appearance, what safeguards have the 
companies against the moral hazard, 
or even against what might be termed 
the physical hazard. And when claims 
are presented, what evidence is it pos- 
sible to obtain to show that the articles 
claimed for have been stolen under 
conditions that would make their loss 
ceme within the term of insurance, or 
that the articles were worth the value 
piaced upon them by the claimants? 
The articles are gone, no vestige of 
them is left, and what else is it possi- 
ble to do than to accept the claimant’s 
own statements as to valuation and 
everything else. Again, the assured 
tuay be reputable and honorable, but 
what do they, and much less we, know 
about the servants and others ad- 
mitted into their homes, and in fact en- 
trusted with the safekeeping of their 
valuables? 

“In the bank, banking office, railroad 
office and commercial houses not mere- 
ly one clerk or employe in a position 
of trust is bonded, but every such clerk 
er employe is bonded whether with op- 
portunities for stealing many thou- 
sands of dollars or only a few dollars 
from the petty cash, and the Fidelity 
Company secures a premium on each 
such employe. In a large establish- 
ment the premiums aggregate a large 
sum. At the home we issue a policy 
in such amount as the applicant de- 
sires, irrespective of the value of the 
jewelry, silverware, paintings and other 
personal effects which a thief could 
carry away with him. We charge a 
premium based upon not the value of 
the goods covered, but the amount of 
insurance taken out. We make no dis- 
tinction in the premium charged where 
the assured does his own work, em- 
ploying no servants, and where he has 
one maid of all work, or a whole retinue 
of servants. What it amounts to is 


that under one policy and for one 
premium we practically bond just as 
many servants-as an insured employs, 
and do this without knowing the num- 


ber of servants, who they are, or whatf 


access they have to our assured’s valu- 
ables and other possessions. Excepting 
for the fact that people want good 
servants who will do their work well, 
why, since now the householder is able 
to secure burglary insurance at the 
present price, should he be concerned 
as to whom he admits into his house, 
knowing that if he is robbed by his 
servants he can recover from the in- 
surance company. We now even go so 
far that we tell our assured, ‘go away 
fer the summer and enjoy yourself, and 
while away turn your house over to 
carpenters, plumbers, interior decora- 
tors, etc., etc., and leave them in charge 
cf the house for three or four months 
and do not bother to pack up your 
siiverware and other valuables. If 
among these artisans one or more is 
dishonest and avails himself of his-op- 
portunity to steal your things, why, 
that is all right, we will make good 
your loss. All you have got to do 
when you come back in the fall is to 
tell us that the silverware, bric-a-bra-, 
furs and winter clothing are gone, and 
we will pay for them and replace your 
wardrobe.’ Burglary insurance is cer- 
tainly an easy thing, and it speaks well 
fur the insuring public that the com- 
pénies are not all bankrupt.” 





REVISED CASUALTY REPORT. 





New York Insurance Department Issues 
Volume Three Covering Business 
of Last Year. 





Superintendent Emmet has just made 
public Volume III. of the Insurance De 
partment’s report on the business of! 
casualty and miscellaneous companies 
for last year. This supplements the pre 
liminary report issued in April and as 








DON’T BE MISLED 


into thinking that INDUSTRIAL HEALTH and ACCIDENT BUSINE 
is not essential in the FULLY EQUIPPED INSURANCE OFFICE. a 
INDUSTRIAL POLICIES ARE NOT FOR INDUSTRIAL WORKERS ALONE 
THEY ARE FOR THE PROSPECT WHO IS UNWILLING TO IN- 
veer SS Ye eg: AND ACCIDENT INSURANCE. 
J ’ SALE and JRNIS u IN J 
WHERE IT is OED and FU ISH PROTECTION JUST 
IT WILL PAY ANY AGENT TO PUT A SOLI EX- 
CLUSIVELY ON THIS CLASS OF BUSINESS. ea woe Oe 
THE MASSACHUSETTS BONDING and INSURANCE CO.., is 
the LARGEST and STRONGEST COMPANY WRITING THIS FORM OF 
INSURANCE. IT CAN TELL YOU HOW TO MAKE MONEY OUT OF IN- 
ee on or SEMI-COMMERCIAL BUSINESS. 
:: Communicate th the M 
a OIL ‘a ae anager of oar patactrios Department 


TO DO BUSINESS ‘ITH THE 


MASSACHUSETTS BONDING & INSURANCE CoO. 
77-85 STATE STREET, BOSTON, MASS. 
T. J. FALVEY, President 
FIDELITY and SURETY BONDS, BURGLARY INSURANCE, LIABILITY, 
WORKMEN'S COMPENSATION, AUTOMOBILE, HEALTH, 
ACCIDENT, and PLATE GLASS INSURANCE 








The Fidelity & Casualty Company of New York 


92-94 Liberty and 97-108 Cedar Streets, New York City 


EES a ae en ee $10,678,673.37 
Capital and Surplus..................0. cee 3,124,412.06 
Losses paid to June 30,1912....... 39,481,720.02 


This Company grants insurance as follows: 
Fidelity Bonds, Surety Bonds, Burglary, Plate Glass, Steam 
Boiler, Fly Wheel, Employers’ Liability, Public, Teams, Auto- 
mobile, Workmen’s Collective, Workmen’s Compensation, Elevator, 
and General Liability, Personal Accident, Health, Physicians’ 
Liability, and Druggists’ Liability. 











a result of the audit of the annual state 
ments, there are some changes in the) 
figures since the April report. 

This report carries the audited state | 
ments of these companies and accom- 
panying statistical tables, fixing the 
valuations of their bonds and stocks 
owned in accordance with the allowed 
appraisal of the department, as arrived. 
at by its expert appraiser, thus placing | 
the valuations of these holdings on a) 
uniform basis. In auditing these state-| 
ments, the department has gone into! 
great detail as to the valuation and al- 
lowance of the various asset items re 
turned by the companies and has also, 
so far as possible, made a proper re 
adjustment of their liabilities where 
deemed necessary. 





Surety Bonds Permissable. 





In response to the petition of numer- 
ous Ohio banks State Attorney-General 
T. S. Hogan has advised that surety 
bonds to guarantee depositors might be 
purchased from corporations, and thus 
give the same protection as is afforded 
by State guaranty requirements such as 
obtain in Oklahoma. 





Law Excepts Fidelity Companies. 





The new general insurance law of 
Georgia does not include fidelity com- 
panies in its provision requiring a 
special deposit of $25,000. It was 
thought at first that an omission had 
been made, but the original bill in- 
cluded fidelity companies and that por- 
tion was stricken out on a resolution 
in the Senate. 





The latest addition to the strong staff 
of the David W. Armstrong, Jr., Agency, 
Inc., is O. Wilson Gott, a surety under- 
writer, recently with the Empire State 
Surety. 





Walter A. Chowen has been appointed 
Pacific Coest general agent for the 
Frankfort General, succeeding David 
Duncan, resigned. Mr. Chowen has 
been liability manager for the Pacific 
Surety and previously was San Fran- 
cisco manager for the Aetna Life. 





FIDELITY AND SURETY BONDS 
INTERNATIONAL FIDELITY INSURANCE 
COMPANY 


CASH CAPITAL - - $300,000 
HOME OFFICE ; 15 EXCHANGE PLACE, JERSEY CITY, N. J. 


The only Surety Company Organized under Laws of New Jersey 
This Company is not a party to any agreement for control of rates 
BILLINGTON, HUTCHINSON & COMPANY 

GENERAL AGENTS 
3 South William St., New York City 425 Walnut St., Philadelphia, Pa. 








Southwestern Casualty 
Insurance Company 
SAN ANTONIO, TEXAS 


Capital & Surplus . . ; $290,000.00 
President, T. A. COLEMAN 
Vice President and General Manager, HOMER EADS 
Agents wanted everywhere in the State of Texas, for Accident, Plateglass, 
Burglary and Bonding Lines 








THE 


METROPOLITAN _CASUALTY 


INSURANCE CO. OF NEW YORK 
Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 


Chartered 1874 
B RSONAL CCIDENT 


SAL AS POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres, 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec 
RELIABLE AND ENERGETIC AGENTS WANTED 


ATE GLASS 











THE SIGN OF GOOD CASUALTY INSURANCE 











HEAD OFFICE F. J. WALTERS 
CHICA GO Resident Manager 
maui 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
eo . Elmer A. Lord & Co. 
Liability, Accident, fae 145 Milk St., Boston 
Burglary, Boiler and a le ‘a Resident Managers 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 
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SCRANTON 
LIFE 


Has work for every good life agent in this 
territory. The more the merrier. 


New Policies---Renewal Contracts 
BOTH LIBERAL— 


September 19, 1912. 











Liability Accident | 


Fidelity and Disability 


Surety Bonds Plate Glass 





Automobile Liability and Property Damage 
Workmen’s Compensation 
Industrial Insurance 


Casualty Company 
of Amerira 


HOME OFFICE NEW YORK 


J. B. DOCHARTY, Jr., Agency Director 
_Colonial Trust Co. Bldg. - - Reading, Penna. 














ACCIDENT - - - LIABILITY (all lines) - - HEALTH 
BURGLARY (all lines) - - - - - - - - PLATE GLASS 
AUTOMOBILE PROPERTY DAMAGE - COLLISION 
PHYSICIAN’S LIABILITY AND DEFENSE - - - - - - 
INDUSTRIAL ACCIDENT AND HEALTH 


Prudential Casually Comparyy 


HOME OFFICE, INDIANAPOLIS 


S ° For Com inni siness : 

= Wanted Special Agents i, Saa0p comet at ss00.000 # 
Guaranty Fund Deposited with the State of Texas $150,000.00 : 
Good Territory Open in Several Southern and Western States 





Commonwealth Bonding and Casualty Ins. Co. 


Address Agency Department 


$600,000.00 
817,022.09 
729,957.21 


Capital Stock fully paid up - 
Gross Assets - - - - - 


Surplus to Policy Holders - Flat Iron Building, Fort Worth, Texas 




















INCORPORATED 1720 


ROYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


—FOoOnk-— 


LIFE INSURANCE AGENTS 
“REBATING VOIDS THE POLICY” 


‘*Rebater and Assured Liable to Fine and Imprisonment ’’ 
. $2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAVING” 


Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 


“DO RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“A STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $1.50 per 100; $1.00 for 50 


“COUNTER PROPOSITIONS ” 


Insurance for Property and Life 
Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 





RICHARD D. HARVEY 
United States Manager 


United States Branch 
92 William Street, New York 








CRUM & FORSTER 


GENERAL AGENTS 
NORTH RIVER INSURANCE CO. BUILDING 


ASSETS 


THE NORTH RIVER 
INSURANCE CO. 


OF NEW YORK 
Empire City Fire Ins. Co., Inc. 1850 $1,149,468 


95-97-99 William Street, N. Y. Gity Nassau Fire Insurance Co., Inc. 1852 840,845 

United States Fire Ins. Co., Inc. 1824 1,046,940 

Dutchess Fire Ins. Co., Inc. 1906 660.716 
(Where not locally represented) 








INCORPORATED 1822 





FOR NEW YORK CITY 
TOTAL ASSETS DEC. 31, 1911] AAcHEN & MUNICH FIRE INS. CO. 


$2 389.805.24 ALLEMANNIA FIRE INS. Co. 


Nord-Deutsche 














INSURANCE COMPANY 


OF HAMBURG, GERMANY 
ESTABLISHED 1857 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, Unrrep States Manacer 











Agents Wanted in Principal Cities and Towns 


The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 
we are agents. 

Samples of any or all of the above sent upon receipt of 25c. 
postage. 

Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 














